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WHAT IS 
SALESMANSHIP? 


Salesmanship is the power to persuade people to purchase your 
product. 

Power—knowledge is power. Knowing your business is a 
primary factor in successful salesmanship. 
Persuade—persuasion is the fine art in salesmanship. Don’t drive 
by argument. Lead by suggestion. 

People—know people. Study human nature. Learn to diagnose 
human needs. Talk You and Yours—not Me and Mine. 
Purchase—people don’t purchase insurance—they purchase what 
insurance will do for them. Uncover the need, then cover that 
need with a plan that exactly fits. 


Product—Not a policy but a program. 


This “Pod of P’s” in our Agency menu is one of the many helpful 
features that have made the Missouri State Life “The Progressive 


Company.” 





More than $1,240,000,000.00 
of insurance in force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 





Hillsman Taylor, President A” | Home Office, St. Louis, Mo. 
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North American Reassurance Company 


Kawrence IM. Cathles, Presigent 
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Prolong Life, 
Pay Dividends 


Medical Service for Policyholders 
Brings Interest and Premium 
Savings 


OPINION OF C. W. GOLD 


If Only Ten Percent of Assureds Sub- 
mit to Examination Practice Will 
Be Profitable 


Conservation of policyholders’ lives 
is one of the greatest problems facing 
the life insurance industry and the med- 
cal department in particular, according 
to President Charles W. Gold of the 
American Life Convention, who ex- 
pressed his views before the medical 
section in Colorado Springs. 
Mr. Gold translated his recommenda- 
tions into dollars and cents. The medi- 
cal department which prolongs for one 
year the life of a policyholder who is 
paying an annual premiums of $150 on 
a $5,000 policy produces $450 for the 
company, he pointed out. The premium 
is saved as well as 6 percent interest 
on the $5,000. 

Profitable Enterprise 


“If you can,” he said, “at an expense 
of $5,000, by giving advice to 1,000 such 
policyholders, cause 2 percent or 20 of 
these lives to live one year longer, you 
have made nearly 100 percent of your 
investment, whereas if you cause one- 
half of 1 percent or five of these to live 
an average of four years longer, you 
have doubled your money. If the mat- 
ter is handled properly, profitable re- 
sults will unquestionably be secured.” 

Mr. Gold reviewed the results of a 
questionnaire submitted to members of 
the American Life Convention to show 
that the companies are not properly su- 
pervising the health of their clients. 

Mr. Gold recalled that the question- 
naires were answered by 100 of the 141 
convention companies. Of these, 58 
made no effort to give definite and par- 
ticular information to certain of their 
policyholders looking toward prolonga- 
tion of life. Forty-two of the 100 com- 
panies make such an effort. Of these 
42 companies, only 28 have been mak- 
ing this effort for four years or more. 

Assureds Do Not Respond 


Eight of the companies use their own 
medical department; 14 use an outside 
service, while six use both. 

In answer to the question of what 


percentage of those eligible for the 
service take advantage of the offer, 
seven companies professed ignorance, 10 
companies reported less than 10 to 19 
percent, five from 20 to 29 percent and 
one, 40 percent. 

Nine companies offer the service to 
all policyholders and 19 have limits as 
to frequency. 


“I think,” he concluded, “it will be 
agreed that the results of the question- 





Non-Medical Plan Popular, 
Profitable, Streight Shows 


M. D. SEES ONLY ONE FACTOR 


Lists Thirteen Other Features Which 
Can Be Determined Without Physi- 
cal Check-up 


Life insurance without medical exam- 
ination has proved profitable and popu- 
lar among Canadian companies, accord- 
ing to Dr. S. J. Streight, assistant medi- 


cal director Canada Life, who ad- 
dressed the Medical Section of the 
American Life Convention. He attrib- 


uted success of the plan to the “general 
good character and honesty of the com- 
munity, careful selection by field force 
and head office, limitation of amounts, 
and other safeguards.” 

If the success of the non-medical 
plan is to be perpetuated, Dr. Streight 
warned that the selection continue to 
be guarded. 


Physical Only One Factor 


Dr. Streight pointed out that physical 
condition is only one circumstance to be 
considered by the underwriter. Some- 
times, he added, even this circumstance 
is not even better revealed with ex- 
amination than without one. The other 
factors enumerated were: a carefully se- 
lected agency force which is fully aware 
of its responsibility to make a careful 
initial selection of risks; age, sex, race; 
stability of applicant in occupation and 
employment; residence; type of policy 
and amount of insurance; insurable in- 
terest; character, business reputation 
and record; habits, moral and domestic 
relations; general standing in commu- 
nity; racial tendencies; family history; 
insurance record; personal history. 

Inasmuch as the “without examina- 
tion business is restricted to ordinary 
life plans, to the most favorable age 
group, 15 to 45, and of that age group, 
to those lives which appear to be free 
from unfavorable factors, the question 
has been asked whether this business 
should not produce an even more favor- 
able ratio than medically examined 
business, Dr. Streight admitted the jus- 
tice of the question. 

Another question, which Dr. Streight | 
answered in the negative with the aid 
of statistics is whether non-medical | 
business is undesirable from the view- 
point of disability. Eighteen Canadian 
companies, he said, reported 40 percent 
of non-medical business issued with dis- 
ability benefit and 35 percent of medical 





business. 

Since much of the medical business 
is written at ages when disability bene- 
fits are not available and since disability 
protection has greater attraction for the | 
non-medical ages, Dr. Streight detects | 
no undue preponderance of disability | 
benefits among the non-medical group. | 








naire prove little, other than that few 
medical departments are at present | 
equipped for carrying on this special 


conservation work and the correspond- 
to make it effective.” 


ence necessary 
Mr. Gold concluded that information | - 
revealed in examination will prompt 


(CONTINUED ON PAGE 9) ! 


New Life Insurance Plan 


Is Put on the Market 
ANNOUNCEMENT BY ARNOLD 


Northwestern National Life Is Putting 
Out Near Approach to an In- 
demnity Contract 


A brand new life insurance coverage 
without cash surrender values is now 
offered to the public for the first time. 
The details of the plan are given in an 
announcement by O. J. Arnold, presi- 
dent of the Northwestern National Life 
of Minneapolis. The new policy, pro- 
viding for salary continuance, furnishes 
income insurance on the legal reserve 
plan at a low rate. 

This contract is an incidental or sup- 
plemental one designed to facilitate the 
completion of an insurance program 
without substantial increase in premium 
outlay, yet complying with all statu- 
tory requirements concerning legal re- 
serve life insurance. It is particularly 
adapted to the increasing number of 
people who are interested in providing a 
large guaranteed income for the sup- 
port of their families, at the lowest pos- 
sible premium. It is very simple. It 
agrees to pay a monthly income of a 
given amount from the date of the in- 
sured’s death until the date at which 
he would have retired had he lived, i. e., 
age 60, 65, or 70, this date being 
lected at the time application for the 
policy is made. If death occurs within 
five years of the “retirement date,” five 
years’ income will nevertheless be paid. 

There is no excess premium required 
to build up cash or other surrender 
values, because such values are unnec- 
essary in this form of contract. The 
policy is a near approach to an indem- 
nity contract, replacing as it does a 
portion of the insured’s income when 
it is lost through his death. Presumably, 
almost every man plans to retire later 
in life. He hopes to reach the time 
when it will no longer be necessary for 
him to earn an income. The time at 
which each man plans to retire differs. 
It may be age 60, 65, or 70. At any 
rate, usually a man plans to earn an 
income from now until his date of re- 
tirement. The amount that he will earn 
between now and retirement is the 
measure of the money value of his life 
—and it can be most effectively insured 
by using the income indemnity policy. 

The minimum income for which this 
policy will be issued is $25 per month. 
The company will sell the policy only | 
to those who already hold at least 
$2,500 of life insurance, either in the 
Northwestern National Life, or some 
other old line company. The policy is | 
an accessory—an added feature—and 
should only be sold as such. 

It is interesting to note that the rate 


se- 








is the same at all ages of issue if the 


| income is payable to age 60 or 65, and | 
| that there is only one step up—at age 


i6—if the income is payable to age 70. | 


Non-Par Premiums Per $10 Monthly 
Income 
Income Age at Issue Prem. | 
To age 60 ') to 50 $17.50 
To age 65 0 to 55 20.00 
To age 70 20 to 45 25.00 | 
To age 70 46 to 55 27.50 


(CONTINUED ON PAGE 9) i 


| Gibbons 


Gibbons Urges 
Harmony Group 
Advocates Committee of Execu- 


Medical Directors and 
A. M. A. Representatives 


tives, 


TO ALLAY SUSPICIONS 


Doctors Fear Exploitation—Life Insur- 
ance Thinks Physicians Over- 
paid, Chairman Says 


Creation of a committee to promote 
harmony between life insurance and the 
medical was proposed by 
W. Gibbons of the 
medical section, American Life Conven- 
tion, in his address at Colorado Springs. 
The committee as outlined by Dr. Gib- 
bons would consist of two members of 


the Medical Directors association, two 


profession 


Chairman Henry 


life imsurance executives and represen- 
tatives of the American Medical Asso- 
ciation. 

“This group,” Dr. Gibbons declared, 
“would examine into the facts, draw up 
resolutions and ultimately establish a 
cooperation between the medical profes- 
sion and the institution of life insurance. 
These interests are closely allied but at 
present there is friction. Is it not pos- 
sible to secure a mutual understanding 
of the various problems?” 


Doetors Are Suspicious 


The medical profession, according to 
Dr. Gibbons, is convinced that it is be- 
ing exploited by life insurance, while life 
insurance believes that it is not getting 
value received for the $10,000,000 to 
$14,000,000 it is paying to the medical 
profession each year. “In other words,” 
Dr. Gibbons said, “there is misunder- 
standing and lack of cooperation. 

“I may be criticized,” the speaker 
stated, “for bringing this up and in 
truth I do not expect nor do I want 
any action upon the matter at this time, 
but, like a very aggravating disability 
claim, it must be decided sooner or later 
and I invite your thought on the prob- 
lem and the serious consideration of the 
executives of life insurance companies. 
These next few years while Secretary 
Wilbur’s committee on the cost of medi- 
cal care is functioning might be an op- 
portune time for its consideration.” 


East and West Meet 


Suspicion between east and west 
which existed in 1910 when the medical 
section of the American Life Conven- 
tion was organized has now vanished, 
according to Dr. Gibbons. Sectional 
jealousy was definitely banished, the 
speaker declared, in 1922 when the medi- 
cal section voted to join the Medical 


| Impairment Bureau and the Medical Di- 
| rectors’ association voted to unite forces 


Dr. 
west 
Com- 


medical section. “Thus,” 
said, “the east and the 
clasp hands in mutual good will. 


with the 


| panies writing 97 percent of level prem- 


(CONTINUED ON PAGE 90) 
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Bank- Insurance 
Merger Closed 


Caldwe!l Interests in $615,000,000 
Deal With BancoKentucky 
Company 


IS MAJOR TRANSACTION 


Tremendous Financial Backing Gained 
for Life, Casualty and Fire Car- 
riers in Nashville Group 


LOUISVILLE, KY., June 5.—An- 
nouncement of a financial deal of major 
importance involving insurance, banking 
and investment banking is made, where- 
by the BancoKentucky Company, Louis- 
and Caldwell & Co., Nashville, 
merge combined assets of $615,000,000. 
James B. Brown, president of the Louis- 
ville company, and Rogers Caldwell, of 
Nashville, made the joint announce- 
ment. 

This deal brings under unit control a 
number of banks, life and casualty com- 
panies and a fire company. The prin- 
cipal companies are the Inter-Southern 


ville, 


Life, Louisville; Missouri State Life, 
St. Louis; South-Western Life, Dallas; 
Southeastern Life, Greenville, S. C.; 


Shenandoah Life, Roanoke, Va.; Home 
Life, Home Fire, and Home Accident, 
all of Little Rock, Ark., and the Louis- 
ville National Fire & Marine. 

Make Exchange of Stock 


It is announced that the plan involves 
association of the two companies through 
BancoKentucky securing a half interest 
in Caldwell & Co., while the Caldwell 
interests acquire a substantial interest in 
BancoKentucky. Separate headquarters 
will be continued in Nashville and 
Louisville. 

Mr. Brown states that this deal cre- 
ates by far the largest and most impor- 
tant financial structure ever built in the 
middle western or southern states, and 
is one that will undoubtedly stand out 
in the future as one of America’s great- 
est financial institutions. 

Combined assets are 
000,000, resources of the banks are 
$285,000,000, with $225,000,000 deposits, 
and the insurance companies have $216,- 
000,000 admitted assets and $1,840,000,- 
000 insurance in force. 


given as $615,- 


Looked on as Major Deal 


Combination of the institutions is ex- 
pected to be of much importance in 
further extension and development of 
commercial and investment banking and 
insurance fields, it is stated. 

Rogers Caldwell in a statement says: 
“The importance of the association of 
BancoKentucky Company and Caldwell 
& Co., to the greatest business section 
of the United States cannot be over- 
estimated. It brings to the middle west, 
eastern central and southern states cap- 
ital that will be sufficient to meet every 
requirement of business industry and 
development in this entire section of the 
country, and will be a great stabilizing 
factor in the financial structure of this 
territory.” 

Two Large Organizations 


and Caldwell & Co. 
capital and surplus of 
approximately $100,000,000, it is an- 
nounced. BancoKentucky was formed in 
1929 with $50,000,000 authorized capital, 
3 which $25,000,000 is outstanding. 
Caldwell & Co. was organized in 1919 
and has 22 offices in principal cities of 
this country. 


BancoKentucky 
have combined 


Banks involved in the merger are: 
Bank of Kentucky, Louisville Trust 
Company and Security Bank, all of 








Got Up Program 














DR. HARRY W. 


DINGMAN, Chicago 


Dr. Harry W. Dingman of Chicago, 
vice-president and medical director of 
the Continental Casualty and Continen- 
tal Assurance, was chairman of the pro- 
gram committee for the annual meeting 
of the medical section of the American 
Life Convention. He and his associates 
assembled a fine list of talent. The pro- 
gram at the meeting this year was con- 
spicuous for its prominent men and per- 
tinency of subjects. 





Praises Medical Satan 
for Progressive Practices 





Tribute to the progressive character 
of the medical section of the American 
Life Convention was paid by President 
William Muhlberg of the Association of 
Life Insurance Medical Directors, when 
he addressed the Colorado Springs audi- 
ence. 

Because the junior medical organiza- 
tion has been in closer contact with 
executive officers, Dr. Muhlberg said it 
had “experimented with newer ideas 
and practices.” The two associations are 
justified, the speaker declared, because 
they provide different viewpoints in the 
field. The virtue of the senior organi- 
zation, according to its president, is the 
greater accessibility of facilities for 
“medico actuarial investigation.” 

Relationship of the medical examiner 
to the company is the greatest problem 
now confronting the medical directors, 
according to Dr. Muhlberg. Inade- 
quate fees and lack of company coop- 
eration, he said, make it difficult to 
obtain competent physicians for insur- 
ance service. He urged the junior or- 
ganization to cooperate in developing a 
plan for the education of medical exam- 
iners. 








Louisville, and the Brighton Bank & 
Trust Company, and Pearl-Market Bank 
& Trust Company, Cincinnati; Peoples 
Liberty Bank & Trust Company and 
Central Savings Bank & Trust Com- 
pany, Covington, Ky., Ashland National 
Bank, Ashland, Ky., and First National 
Bank, Paducah, Ky. 

Caldwell interests control the Bank 
of Tennessee, Nashville; Holston Union 
National Bank and Holston Trust Com- 
pany, Knoxville, Tenn.; American Ex- 
change Trust Company, Little Rock 
Ark., and other banking interests in 
Arkansas and Tennessee. 


Louisiana Industrial Life 


Life, New 
celebrated its 


The 
Orleans 
10th 
home 
force, 


Louisiana Industrial 

Negro company, 
anniversary by a reception in its 
office. It has 60,000 policies in 
totaling $5,731,284. 








Sees Modern Sport 
as Contributing 
to Heart Disease 











In addition to the present major 
causes of heart disease—longer dura- 
tion of the average life and the strain 
of modern living—Dr. James G. Carr, 
professor of medicine, Northwestern 
University, predicted in an address be- 
fore the medical section of the Ameri- 
can Life Convention that the results of 
competitive sport will contribute to an 
increase in the disease. 

“Within the past 20 years competitive 
sport of the most strenuous kind has 
established itself in practically all our 
colleges, preparatory schools and high 
schools,” Dr. Carr said. “Unless he pro- 
duces a winning team the paid coach is 
a failure. Schoolmates want victory. 
Boys from 15 to 22 years of age are 
driven to the limit of physical endur- 
ance.” 

Hypertrophy of Heart 


“Investigators have shown that the 
hearts of young animals are especially 
subject to hypertrophy under excess of 
work. The conditions for hypertrophy 
of the heart are afforded by modern 
competitive athletics, especially among 
the younger boys. This is a subject 
which calls for further investigation, 
which ought to be of interest to physi- 
cians in insurance work.” 

Dr. Carr recommended that the in- 
surance business help to provide suit- 
able work for heart disease victims. He 
said that the lives of many cardiac pa- 
tients could be greatly prolonged if 
they were suitably occupied. 

Dr. Carr concluded his address with 
a plea against over standardization in 
the care of the cardiac invalid. These 
patients, he said, need assurance and en- 
couragement but encouragement must 
be tempered with discretion lest they un- 
dertake too much. They need educa- 
tion as to what they may do and when 
they must quit. Sometimes advice to 
exercise but more often advice to rest 
is in order. They should always be 
warned against indifference to instruc- 
tions and although they must be warned 
not to overdo they must be restrained 
from too much thought about them- 
selves. 


Disability Contract Bares 
Moral Selection Hazard 


The moral hazard inspection report 
is undergoing constant improvement 
and eventually will be practically unerr- 
ing, exhaustive and a speedily furnished 
underwriting document, according to 
John J. King, president the Hooper- 
Holmes Bureau, who addressed the 
medical section of the American Life 
Convention in Colorado Springs. Mr. 
King contributed the inspector’s ob- 
servations to the forum on disability. 

Mr. King declared that the inspection 
report has improved “a hundred fold” 
in the last 25 years, the inspector now 
being able to produce an adequately ac- 
curate picture of the applicant’s worldly 
status, race, past history, reliability and 
character. He learns the applicant's in- 
clinations through investigation of his 
associates, and past times and most of 
the tangible moral evidence is cata- 
logued. 

“But the inspection report today is by 
no means the ultimate,” the speaker 
said. “It is improving every day. It is 
studying sources of information, ex- 
panding inspection organizations and 
developing improved methods of intra- 
office handling and checking.” 

Defines Moral Hazard 


In disability coverage Mr. 


; King de- 
fined the moral hazard as 


“easy con- 


science with respect to the policyhold- 
attitude 
the 


toward the 
troublesome 


er’s 


company. 
Most of 


disability 








Ban Heart IIls 
by Health Test 


Causes Bared in Yearly Examina. 
tion May Be Treated, 
Muhlberg Says 


MODERATION IS ADVISED 


Degenerative Diseases Are Rich Man's 
Ills; Overindulgence to 
Blame 


Annual health examination was the 
method recommended by Dr. Willian 
Muhlberg, medical director Union Cen- 
tral Life, for combating mortality from 
heart disease. The predisposing causes 
—overweight, glycosuria, albuminuria, 
syphilis, alcoholism— Dr. Muhlberg 
pointed out are all amendable to treat- 
ment in their incipiency. While high 
blood pressure is a greater problem, 
some relief may be obtained, he said, 
through hygiene, dietetic and mental 


control and perhaps through removal oj 
foci of infection. 


Dr. Muhlberae’s Suggestion 


In order to meet the problem of in- 
ducing persons to submit to examina- 
tion, Dr. Muhlberg suggested that doc- 
tors visit the person in his own office. 
Although most companies have diff- 
culty in inducing the policyholders to 
undergo examination, the Union Cen- 
tral has an 80 percent record by send- 
ing the examiner to the assured’s office. 

“The examination,” he added, “must 
not only be thorough and conducted 
with due regard for the persons exam- 
ined, but it must also be conducted with 
due regard for the ethics of the medical 
profession at large and with the hearty 
cooperation and approval of the profes- 
sion. Among employes, it 1s absolutely 
necessary to covenant with them that 
no information will be given to the 
employer. With such an assurance, em- 
ployes seem very eager to undergo the 
examinations. 


Price of Overindulgence 


Heart disease and other degenerative 
ailments, Dr. Muhlberg called the price 
of solvency and indulgence, being the 
antithesis of tuberculosis which is the 
price of insolvency. Degenerative dis- 
ease, he said, is the protest of nature 
against “too much prosperity, which en- 
courages overeating and overindulgence, 
too much expenditure of energy in the 
struggle for financial or social position, 
too much push and progress, that in- 
duces emotional effects of fear, worry, 
anxiety and the various complexes that 
cause a deleterious reaction on blood 
pressure, heart action, pancreatic, thy- 
roid or adrenal secretions. 

Moderation, with perhaps psychoana- 
lytical treatment and a measure ol 
Christian Science, Dr. Muhlberg advo- 
cated in addition to the annual physical 
examination. 








claimants feel justified in trying to get 
as much out of the company as the 
company can be induced to pay, he said 
Malingering is the chief problem. 

Mr. King distinguished between wil- 


full malingerers and “fussy mneuras- 
thenics.” ; 
More scientific knowledge of ma- 


lingering is becoming available as psy- 
chiatry becomes more of a standard 
science, according to the speaker. The 
new disability rates, he said, will be 
helpful but “unless the disability situa- 
tion can be improved from the stand- 
point of selection, as well, the problem 
will fall short of solution.” 
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New Methods Required for Disability 


Agent Warns About Evils 
of Too Much Restriction 


Forum Opened 
by Dr. Foshay 


Psychologists Should Eye Risks, 
Keynotes, Other Speakers 
Aver 


PRESENT VALUABLE IDEAS 


Subject Is Viewed From All Angles— 
Executive, Agent, Inspector, 
Examiner, Insured 


Dr. P. Maxwell Foshay, manager of 
selection for the Mutual Life of New 
York, struck the keynote in the disabil- 
ity forum before the medical section of 
the American Life Convention when he 
said that the selection problem in dis- 
ability is largely that of assessing the 
human element in the applicant. 

None of the speakers offered a solu- 
tion to the disability problem, but with- 
out exception they declared that the 
psychological aspect of the applicant for 
disability coverage must be taken into 
greater consideration than in the appli- 
cant for the regular life insurance con- 
tract. Likewise all of them emphasize 
the importance of race in determining the 
desirability of a disability risk. Those 
races of Spartan nature are desirable 
while those who have a reputation for 
submitting easily to aches and pains 
must be viewed with suspicion. 


Discussion Is Valuable 


The disability discussion was one of 
the most valuable and comprehensive 
that has been conducted since this trou- 
blesome coverage was introduced. <A 
unique method was employed in con- 
ducting the forum. Various speakers 
were assigned to analyze the problem 
from various viewpoints. Dr. Foshay 
delivered the opening address and he 
was followed by W. Nelson Bagley, 
assistant actuary for the Travelers, w ho 
confined his remarks to the actuary’s 
viewpoint. The standpoint of the agent 
was developed by J. Stanley Edwards, 
general agent for the Aetna Life in 
Denver, who was the only speaker to 
express a somewhat contrary view to 
the criticisms of the others on the pro- 
gram. Admitting that disability has been 
costly for the companies Mr. Edwards 
Suggested that this coverage should be 
considered as a loss leader, a service 
offered at a loss to’ induce customers to 
buy other lines in which there is a 
profit. 

Keesling Tells Executive’s View 


Francis V. Keesling, vice-president of 
the West Coast Life, spoke as an exec- 
utive, while John J. King, president of 
the Hooper-Holmes Bureau, viewed the 
Problem as an inspector. The medical 
director's viewpoint was outlined by Dr. 
C. R. Henry of the Provident Life & 
Accident, while the medical examiner's 
observations were made by Dr. Charles 

Pope of St. Louis. Frazer Arnold, 
attorney and insurance buyer of Denver, 
criticized disability as a policyholder, 

and Louis L. Graham, secretary of the 
ta lle Claim Association, gave 
the claim man’s viewpoint. 

‘ollowing presentation of the formal 
Papers lively and valuable discussion was 
ss gr ~d. 

Dr. Foshay declared that research is 


yet far from the stage when morbidity 
€xperience has accumulated in quantity 
(CONTINUED ON PAGE 10) 








Need Disability 
Information Pool 
L. L. Graham Says 














Criticism was made by Louis L. Gra- 
ham before the medical section of the 
American Life Convention that life in- 
surance claim departments do not pool 
their information. Mr. Graham, who is 
chief adjuster of the Business Men’s As- 
surance of Kansas City, and secretary 
of the International Claim Association, 
addressed the medical section on the 
subject of disability insurance from the 
standpoint of the claim man. 

Mr. Graham recommended that the 
claim departments in life companies 
profit by the example of casualty com- 
panies which he said fully cooperate in 
exchanging claim information that is 
mutually beneficial. 


Claim Department Method 


“It is not an unusual experience for 
us,” Mr. Graham said, “to have claim 
departments of life companies fail to an- 
swer our inquiries, and sometimes when 
they do answer they say in rather rub- 
ber stamp fashion that it is not the pol- 
icy of the company to photograph their 
claim papers.” Mr. Graham said that 
it was his policy and that the business 
would profit if it were the general policy 
for one company to put at the disposal 
of another company both favorable and 
unfavorable information as to appli- 
cants and claims. 

Another lesson which life companies 
could learn from casualty companies, ac- 
cording to Mr. Graham, is that claims 
may be compromised. He said that 
many life companies seem to think that 
a claim must be paid in full or not at 
all. Many times however, he said, there 
is an honest difference of opinion be- 
tween a claimant and a company and 
the fair thing to do is to reach a com- 
promise agreement. “That,” he said, 

a general principle in business saietion 
ship and it seems to me it is a proper 
one in insurance.” 


Top Limit of Disability 


Mr. Graham emphasized the necessity 
of companies establishing a top limit to 


disability indemnity. He suggested that 
the most liberal limits should not ex- 
ceed $1,000 a month. Some very strong 


and conservative companies, he said, 
have established $750 as the top, while 
others limit their indemnity to $500 a 
month. 

Furthermore he pointed out the ne- 
cessity for adjusting indemnity to earned 
income. Mr. Graham said that criticism 
of casualty companies is justified for 
selling 75 and 80 percent coverage of a 
man’s earnings. Criticism, however, he 
said, must make allowance for the fact 
that casualty companies do sell cancell- 
able policies and usually a limited pol- 
icy that stops paying after 26 to 52 
weeks. It was Mr. Graham's opinion 
that insurance should not attempt to 
cover more than 60 percent of the 
earned income. 

Another suggestion was that the term- 
inating age for applicants with disability 
be set at 50 rather than 55. The temp- 
tation of a man over 50 to collect $200 
or $300 insurance in indemnities and rest 
from his labors is great, Mr. Graham 
pointed out. 


Robbery Halts Building Deal 


The $1,000,000 safe deposit vault rob- 
bery in the Grand National bank of St. 
Louis at least temporarily killed a deal 
for the bank to buy a half interest in 
the new home office building of the 
Continental Life of St. Louis. After 
the huge loss bank officials decided not 
to act on the building proposal. 








Warning against too great restrictions 
of disability benefits, complaint against 
dictation of the nation’s insurance pol- 
icies by New York were features of the 
criticism offered by J. Stanley Edwards, 
general agent for the Aetna in Deaver, 


before the medical section in Colorado | 


Springs. Mr. Edwards was assigned 
to discuss the agent’s viewpoint on dis- 
ability insurance. 

Mr. Edwards expressed the opinion 
that companies may over-estimate the 
loss from disability payments. He said 
that disability might be considered the 
leader, using a merchandising ex- 
pression. It is a sound principle of mer- 
chandising, he said, to offer one line 
at a loss because of its advertising value. 
“No one can say,” he declared, “that the 
heavy losses recently experienced by the 
companies on disability underwriting 
have been all losses. Their regular 
business has been enlarged by the pop- 
ular offering of disability.’ 


loss 


Protests New York’s Bossism 


Mr. Edwards deplored the tendency 
of the New York department to dictate 
insurance terms and practices for the 
nation. Field men in other states, he 
said, have suffered from the cost restric- 
tions imposed by section 97 of the Arm- 


strong law, and its more recent amend- 
ment. 

“In many sections of the west and 
south,” Mr. Edwards stated, “business 


cannot be obtained, traveling expenses 
paid within the limit of this schedule. 


This territory here where we meet, 
Colorado and Wyoming, has a greater 
area than the combined areas of New 
York, Pennsylvania and Ohio, plus the 
six New England states, yet its popu- 
lation is 1,250,000 as compared with 30,- 
000,000 in the last named group.” 

Mr. Edwards claimed that a healthier 
grade of business is obtained both phys- 
ically and occupationally from the west- 
ern section and, therefore, reasons which 
prompt legislation in New York often 
do not exist out west. 


Warns Against Restrictions 


Edwards warned that life insur- 
ance must not restrict its underwriting 
too narrowly. “The industry,” he said, 
“must continue constantly to offer cov- 
erage in new and wider ways and from 
time to time to find new uses for life 
insurance. That is how the institution 
of life insurance has grown to its pres- 
ent proportions.” 

Raising rates, Mr. Edwards stated will 
not necessarily solve the disability prob- 
lem. He does not believe that it will 
eliminate the malingerer but he does be- 
lieve that it will repulse much good busi- 
ness. 

Moreover, Mr. Edwards believes that 
the charge for disability coverage should 
be sufficient to pay the agent’s first and 
renewal commission. Much time, he 
said, is required of the agent and the 
agency in the servicing of disability 
claims and it is not fair that waived 
premiums do not carry a renewal fee. 


Mr. 








Actuaries Relieved 
By New Disability 
Provisions—Bagley 


Restriction, limitation and uniformity 
of disability provisions are sources of 
great relief to rate makers, according to 
W. Nelson Bagley, assistant actuary of 
the Travelers, who commented on dis- 
ability insurance from the point of view 
of the actuary before the medical section 
of the American Life Convention at 
Colorado Springs. 

Since the actuary is at sea in pre- 
dicting the future unless he can judge 
from past experience, disability presents 
a grave dilemma for the profession, ac- 
cording to Mr. Bagley. “There has,” 
he said, “been a bewildering growth 
from a provision originally regarded as 
a souvenir given away with life insur- 
ance and hardly worth charging for, to 
a benefit requiring millions of reserves 
and causing enormous losses.” 


Bigger and Better Provisions 


The merry scramble of competition 
for bigger and better disability provi- 
sions has left us with 15 years of ex- 
perience which is confusingly varied. 
In consequence, the rate maker can view 
with a sigh of relief the present trend 
toward restriction, limitation and uni- 
formity as highly desirable because he 
will thus sooner learn definitely what 
he now merely suspects.” 

Mr. Bagley, like other critics, believes 
that the greatest problem in the disabil- 
ity field is psychological. A powerful 
impulse is created in the mind of the 
assured to provide for his retirement 
with a comfortable income which other- 
wise would be obtained by “the sweat of 
the brow.” “We have,” he said, “yet 
to learn how much of a temptation is 
the income disability provision.” 








Uniform Disability 
Rates Gratifying 
to Frazer Arnold 











In contributing to the discussion on 
disability insurance, Frazer Arnold, an 
attorney of Denver, expressed gratifica- 
tion that disability rates are to be uni- 
form. Mr. Arnold addressed the con- 
vention as a policyholder. 

Standardization of rates, Mr. Arnold 
declared, relieves the prospective insur- 
ance buyer of doubt whether some other 
agents than the one soliciting may not 


be able to offer him insurance for a 
smaller premium. 
“There is no greater bore for the 


average layman,” the policyholder de- 
clared, “than to have to compare the 
provisions of two or more long-winded 
policies or clauses, for himself. Gen- 
erally speaking, he won't do it. He 
would rather risk going to the county 
farm, or dying with only a few lands, 
goods and chattels to leave his widow. 


Prospect’s Dilemma 


the average buyer,” the 
“would either turn 
down the agent, with the idea of in- 
vestigating further—a thing seldom 
done—and go unprotected, or else he 
would take the agent’s word for every- 
thing and sign up, without knowing w hat 
the other companies were offering. 
But with the uniform clause another 
perplexity will be eliminated from the 
mind of the insurance buyer, and re- 
member that, with the elimination of 
every doubt and perplexity, you elimi- 
nate procrastination and delay on the 
part of the buyer, and you close more 
contracts.” 

Mr. Arnold criticised the lack of ade- 
quate distinctions in premium rates be- 
tween various policyholders. 


“In practice, 
speaker continued, 
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N ARCHITECTURAL LANDMARK OF DIGNITY 
AND BEAUTY, this building is primarily an ideal 
workshop. Its 3,800 employees enjoy the maximum of 
good air, sunlight and quiet possible in the intense life of 
Manhattan, as well as 20th Century utilities and conven- 
ience that multiply human efficiency in the day's work. 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY . . . . President 
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American Convention Is 
Holding Medical Meeting 





RECORD LARGE ATTENDANCE 





Number of Company Officials Are at 
Colorado Springs to Attend 
the Sessions 





COLORADO SPRINGS, COLO., 
June 5.—Although the opening session 
of American Life Convention medical 
section did not start until today advance 
arrivals showed the largest atendance in 
years. A meeting of the A. L. C. execu- 
tive committee brought a number of 
company executives. All the committee 
members are on hand, these being C. 
W. Gold, C. L. Ayres, H. B. Arnold, 
C. B. Robbins, Dan Boone, J. M. Laird 
and F. V. Keesling, as well as Manager 
Elliott and Secretary Coler of the 
American Life convention. This com- 
mittee will consider routine matters and 
plan for the annual meeting next Octo- 
ber in Chicago. A special meeting will 
be held Thursday of the organization’s 
tax committee of which Frank W. Mc- 
Allister of the Kansas City Life is chair- 
man. Mr. McAllister is already here. 
Among visiting company officials here 
not connected with the medical section 
are J. B. Reynolds, Kansas City Life; 
Henry Abels, Franklin Life; Dr. Wil- 
liam Muhlberg, Union Central Life; 
Dr. Dallas, Aetna Life; Dr. Patton, 
Prudential, and John King of New York. 
The Denver Life companies will be rep- 
resented in force as hosts. Secretary 
Coler of the American Life convention 
will give a luncheon in Denver Satur- 
day complimentary to the Colorado 
members. 


Horse Sense, Good Judgment 
Needed in Disability Work 


Medical Director Henry of Provident 
Life & Accident Comments on 
Disability Situation 





\ return to first principles in under- 
writing disability risks was recom- 
mended by Dr. C. R. Henry, medical di- 
rector for the Provident Life & Acci- 
dent, in his address before the medical 
section of the American Life Conven- 
tion. Dr. Henry made his comments 
from the standpoint of the medical di- 
rector. 

Horse sense and ordinary good judg- 
ment are needed in estimating each ap- 
plicant, according to Dr. Henry. He is 
an advocate of individual selection. 

A medical director should take into 
consideration the race of the applicant, 
having in mind that certain races seem 
predisposed to minimize pains and aches 
in Spartan fashion, while others exag- 
gerate their infirmities and seem to en- 
joy poor health. 

Get Complete Picture 


A full and comprehensive picture of 
the applicant should be obtained, Dr. 
Henry declared. His surroundings and 
immediate forbears are features of in- 
terest. Unfortunately, the speaker 
pointed out, a medical director is not 
always supplied with a complete picture 
of the applicant. The agent, eager for 
his commission, the examiner, eager to 
make a speed record with his stetho- 
scope, and the applicant, perhaps hav- 
ing been induced by high pressure meth- 
ods into signing the application, are all 
factors which militate against the med- 
ical director securing thorough informa- 
tion. 

Earned Income Important 


The marital status of the applicant 
is another important factor in deter- 
mining his desirability. Inquiry should 
be made as to promptness with which 















Kidney Surgery Danger 
Told by Dr. Robinson 


Surgical disease of the kidney is 
always a grave insurance hazard, 
according to Dr. Ernest F. Rob. 
inson, medical director, Business 
Men’s Assurance of Kansas City, 
who delivered a technical paper 
on the subject before the medica] 
section of the American Life Con- 
vention in Colorado Springs. It 
must, he said, be considered by 
the medical director from the 
standpoint of the individual as a 
clinical and pathological entity; 
not a mathematical problem. 


“Within the past 10 years,” Dr. 
Robinson stated, “a great change 
has taken place even in the most 
conservative insurance companies 
in reference to substandard insur- 
ance. The modern tendency is 
not to decline outright this class 
of business but to accept it at a 
rating sufficiently high to pay for 
many losses and still leave a dis- 
tinct margin of profit. This com- 
pels the medical director to be not 
only skilled in prognosis but a 
good guesser or gambler, if he is 
to maintain his reputation for pro- 
fessional shrewdness.” 








he pays his bills and meets his 
responsibilities. 

Particular attention should bx 
the applicant’s earned income, wit 
thought in mind that the outsick 
for disability is 50 to 60 perc 
his earned income. 

Drinking habits are difficult to dete: 
mine under prohibition, Dr. Hem 
clared. “Since prohibition,” he s 
is difficult to ascertain how much 
applicant drinks, and still more diffx 
to know what he drinks. Of 
may drink nothing stronger thai 
maica ginger, but the companies 
called upon to pay for the resulting 
‘jake-walk.’” 

The medical inspection should als 
inquire closely into the applicant's his 
tory as to colds. Often the applicam 
honestly neglects to provide this infor- 
mation but it is important as in the his- 
tory of prolonged colds, pleurisy, chron: 
ic coughing, bronchitis, afternoon ten- 
perature, loss of weight, may indicat 
tuberculosis, which is at the top of tl 
list as the cause for disability claims 
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CLOSED ITS GREATEST MONTH 





National Life U. S. A. Had More 
Business in May Than Any 
Other Period 


Members of the field organization | 
the National Life U. S. A. produce 
approximately $7,000,000 in May, mort 
business than in any other month oi 
its 62 years. In commenting upon this 
achievement, President Lay said: 

“While this achievement in May— 
Johnson month speaks for itself, and is 
noteworthy, the significant thing to me 
is the fact that not only was the volume 
of business produced greater than ever 
before but that there were more appli 
cations for more business from mort 
producers than in any other month © 
the history of the company. Further- 
more, our campaign in May resulted 
nearly double the business produced # 
April. It is a significant fact that eac 
month in 1930 to date has shown an i0- 
crease over the previous month's bus! 
ness. 

“Operating as we do in all sections 
I cannot but feel that this progress * 
an indication of the fact that conditions 
generally, in all lines of industry 2” 
commerce are becoming more and mort 
satisfactory. In my opinion, the li 
business should play an even create? 
part in showing the way.” 
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ABSTRACTS FROM FINANCIAL STATEMENT 
FOR YEAR ENDING DECEMBER 31, 1929 


Admitted Assets ..................§ 13,225,617.98 
Total Liabilities ........ 12,145,923.98 


Capital ($400,000), Surplus and Con- 
tingency Funds 





1,079,694.00 





INSURANCE IN FORCE. .........$102,908,006.00 


cho 
We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 

— Children’s Policies with Beneficiary Insurance. 


— Sales Planning and Circularizing Department. 
— Producers’ Club. 





Available territory in seventeen 
~g states West of the Mississippi Be 
River and in Illinois and Florida. 





WRITE DIRECT TO HOME OFFICE 
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Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 


















































Insurance Gambling Clique 
Investigated at Cleveland 





PROBE MYSTERIOUS DEATHS 





Excessive Double Indemnity Claims 
from West Side Section Bring 
Official Action 





Ohio is highly exercised over an ex- 
posé of “death gambling” in life insur- 
ance at Cleveland which has brought on 
an investigation by R. T. Miller, county 
prosecutor. The official specifically is 
probing the deaths of Philip May and 
Mrs. Margaret Kilbane, who lived in 
the same neighborhood, and both of 
whom died following falls down the 
same flight of steps in an apartment. 


Death Certificate Misleading 


The first discovery was that May did 
not die of a skull fracture, as certified 
in the death certificate. A coroner’s 
autopsy after exhumation of the body 
resulted in this statement. An examina- 
tion of vital organs is being made. 

Insurance companies have paid many 
double indemnity claims for accidental 
deaths in “The Angle,” west side Cleve- 
land section, where May and Mrs. Kil- 
bane died, and are vitally interested in 
the inquiry. It has been charged that 
a clique of gamblers has been responsi- 
ble for the heavy losses. 


Woman Sues on Policies 


Seven policies had been taken on 
May’s life, and Mrs. Kilbane also was 
insured. Some of May’s policies were 
payable to Mrs. Sadie Ellsworth, wife 
of the janitor at the apartment, who 
said she saw May slip while carrying 
screens. Her claims under three poli- 
cies have been held up, and she has 
three municipal suits on file to force 
payment, one against the Western & 
Southern for $500, another against the 
Equitable of New York for $500, and a 
third for $370 against the National Life 
& Accident. 

Samuel A. Levin, attorney represent- 
ing the companies, says the claims were 
denied because of lack of insurable in- 
terest and because May’s age was given 
as 58 in applications, although it really 
was 51. 


The Bankers Credit Life of Birming- 
ham, Ala., United Benefit Life of Omaha 
and Fidelity Life of Birmingham have 
been licensed in Georgia. 





Proposes Psychologists Be 
Placed on Risk Committe 





WOULD EYE DISABILITY END 





Francis V. Keesling Says Liberal Policy 
Cannot Be Continued Without 
Closer Selection 





Proposal was made before the medi. 
cal section of the American Life Con. 
vention that psychologists be placed op 
risk committees. The author of the pro- 
posal was Francis V. Keesling, vice. 
president and general counsel for the 
West Coast Life, who addressed the 
convention on the subject of desirability 
from the point of view of the executive 

Psychologists, he said, are needed t 
examine prospective motives of appli- 
cants for disability benefits under life 
policies and the motives of claimants for 
disability benefits. “One of the primar 
instincts of the human being is to sur- 
vive,” Mr. Keesling declared. “It is 
also true that necessity knows no law 
If we are to continue the liberal polic; 
we must become familiar with the sci- 
ence of behaviorism. We shall need psy- 
chologists in addition to medical ex. 
aminers on risk committees.” 


Assured Gets Wrong Notion 


Moral hazard, the speaker declared, 
has not been properly studied under the 
disability contract. Too often, he said, 
the assured conceives the permanent 
disability benefit, falsely, as a “cheap 
form of annuity.” “It may be,” he add- 
ed, “that liberal income benefit has put 
the companies into old age and unenm- 
ployment insurance, and for those pur- 
poses it seems that some underwriting 
methods are unscientific. Indications of 
it are changes in rates.” 


Urges $100 a Month Limit 


In addition to the appointment of 
psychologists, Mr. Keesling suggested 
limiting disability income to not more 
than $100 a month, in order to correct 
evils and abuses of that coverage. “That 
would not, to be sure,” he said, “en- 
able many individuals to continue their 
previous standard of living, but why 
should it? If men desire such protec- 
tion there are other plans of life insur- 
ance which are scientific and serve that 
purpose. It will relieve from the 
machinations of the conscienceless, the 
temptations of the weak and the des 
peration of the necessitous.” 








Stresses Human Factor in Disability 








Importance of the human factor in ap- 
praising applicants for disability cover- 
age was emphasized by Dr. Charles H. 
Pope of St. Louis, who commented on 
the subject from the medical exam- 
iners’ standpoint. That phase of med- 
icine which Dr. Pope described as art, 
must be brought into play in the dis- 
ability field, he said. 


Applicants Are Patients 


“In disability,” Dr. Pope declared, 
“the certain factor, death, and the pre- 
cise factor of present definite disease 
impairments, enter only to a limited 
degree and the purely human aspect 
must play a major part. Science may 
lessen the probability of contagious dis- 
ease, it may largely eliminate the acci- 
dental hazard, but science cannot evalu- 
ate the varying moods of the human 
mind, or the multiform reactions of the 
human body, where there are no fixed 
factors and at least one fixed factor is 
essential to sound actuarial deduction.” 

In order better to approach the dis- 
ability applicant, Dr. Pope suggested a 
revision of the usual questionnnaire. He 
recommended a set of questions applica- 
ble only to the policies carrying dis- 
ability. 

Applicants for disability coverage, the 








speaker stated, should be regarded as 
patients, possibly rather unwilling ones. 
The examiner should go “widely ané 
deeply” into personal history, ascertain 
his weaknesses of body as evidenced by 
his medical life, his reactions toward 
disease, the relative speed of recovery, 
his attitude toward illness and pain, par- 
ticularly whether he is of the type which 
exaggerates minor matters, and the fol- 
lowing up of seemingly trivial leads 
which suggest possibilities of future 
events of medical importance. : 
The most suitable examiner in disabil- 
ity cases is a general practitioner, wh° 
is given authority to have special e 
aminations as they seem desirable. He 
should be a man of quick medical intu' 
tion and a man of good judgment. | 
Moreover Dr. Pope advised securing 
an immediate medical report on every 
claim. This practice, he said, will over 
come the tendency of claimants to pro 
long the indemnified period. The put 
pose of this report should be to provide 
an estimate of the probable indemnity 
period. Before the claimant has had 4 
chance to set a time limit on his ow® 
illness, the company will do it for him. 
This, he said, will keep many parti 
and temporary disability cases from be 
coming total and pergnanent. 
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How to Verify Statements 
of Weight Told by Clark 


USES WEIGHT-HEIGHT INDEX 





Method Eliminates Poorer Risks from 
Classifications of Over- 
weights 





Dr. Charles P. Clark, medical director 
of the Mutual Benefit Life, told mem- 
bers of the American Life Convention 
the system which he has developed and 
which he follows in subdividing over- 
weights so that the poorer risks may be 
eliminated. 

The first secret of Dr. Clark’s system 
is to secure actual weight. Against the 
weight which is given by the applicant 
or by the examiner is checked the 
weight estimated by checking the en- 
tries in tables developed from the rela- 
tionship between the chest and abdomi- 
nal circumference to the height-weight 
index. A checking of weights and meas- 
urements is required when the estimated 
weight would give a mortality in excess 
of that which the company accepts. 


Reveal Misrepresentations 


“It is rather surprising,” Dr. Clark 
declared, “to find how many cases we 
uncover by the use of this table in 
which gross misrepresentations have 
been made as to the actual weight, even 
when the examiner claimed to have 
weighed the individual. Often we found 
that the weight was under stated by 30 
to 50 pounds.” 

Dr. Clark expressed the belief that if 
careful measurements are taken and 
when correction for age is made, weight 
may be estimated within five pounds in 
about 50 percent of the cases; within 10 
pounds in approximately 75 percent; 
and within 15 pounds in approximately 
90 percent. 


Weuld Have Declined Risk 


Dr. Clark attributed the discrepancies 
between reported and actual weights to 
defective scales, errors in recording, the 
examiner accepting the applicant’s 
statement of weight and to fraud. 

“I believe that I am justified,” Dr. 
Clark declared, “in stating that our in- 
vestigation has developed the fact that 
all of us have insured overweights 
whom we would have declined had the 
actual weight been given to us. Further- 
more, our medical-actuarial tables for 
overweight are probably showing higher 
mortalities for each group than should 
actually exist because in each group are 
included risks which are much heavier 
than that group is supposed to include.” 





Some Agents Need 
Leash According 
to G. N. Martin 


G. N. Martin, superintendent of agency 
accounts for the Pacific Mutual, warns 
producers of the evil of inducing clients 
to buy too much insurance. By loading 
@ prospect with insurance beyond his 
Capacity to pay, the agent is creating 
the possibility of a bad debt, according 
to Mr. Martin, which may very well de- 
Stroy the good will of the client for the 
agent. 

_ Mr. Martin’s advice is that the agent 
induce the prospect to buy an adequate 
amount of insurance which he can pay 
tor and as the client’s income progresses 








sell him more insurance. “Study his 
needs,” Mr. Martin says, “and place 
such insurance as his circumstances may 
require. Give him immediate protection 


by coll cting the premium until you have 
consummated a deal which is beneficial 
to all concerned; and you will have 
farned the lasting good will of that 
ry which will multiply a hundred 
Old, 




















MAY PRODUCTION FIGURES 


Life insurance production in May 
again fell slightly behind last year in 
New York City, according to the re- 
ports of the leading agencies, though in 
most cases it was not a sharp drop. 
Added to the April decline, however, it 
has in most cases put the year to date 
total behind last year’s, with evidence 
of increasing sales resistance in many 
offices. 

J. S. Myrick of the Mutual Life of 
New York paid for $3,857,900, com- 
pared with $4,002,900 last May, bringing 
the total for the year to $22,060,673, 
compared with $22,915,924 last year. 

R. H. Keffer of the Aetna Life paid 
for $3,476,455 in May, compared with 
$3,427,600 last year. His five months’ 
total was $17,638,295, compared with 
$18,094,600 last year. 

Beers & DeLong, Mutual Benefit, 
paid for $3,061,400 in May, compared 
with $3,131,650 last year, though the five 
months’ total of $15,793,875 shows a 
gain of nearly $2,000,000 over the 1929 
figure of $13,997,900. 


- AS SEEN FROM NEW YORK 


By C. C. NASH, Jr. 
= (Nash of the National) ———— a 











J. Elliott Hall, Penn Mutual Life, 
paid for $2,555,371 last month, com- 
pared with $3,393,720 last year, bringing 


| 
| 


the year’s total to $16,068,849, compared | 


with $18,273,951 last year. The 1930 fig- 
ure, however, represents an actual 
agency gain of about $2,000,000, instead 
of the indicated loss, as the agency has 
discontinued its connection with the 
United Thrift Plan, which brought in 
about $10,000,000 annually. 

J. C. McNamara, Guardian Life, paid 
for $2,032,694 in May, compared with 
$1,751,760 last May, its five months’ 
total being $11,129,263, compared with 
$9,107,225 last year. 

. 2 * 
TO ELECT NEXT WEEK 


When the annual meeting of the New 
York Association of Life Underwriters 
is held Tuesday, Leon Gilbert Simon of 
the Equitable Life of New York will 
succeed John C. McNamara of the 
Guardian Life as president. As sup- 
porting cabinet, the other officers to be 
named will be: First vice-president, Ar- 
thur P. Woodward, Connecticut Gen- 
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eral; second vice-president, Mervin L. 
Lane, Home Life; third vice-president, 
Walter E. Barton, Union Central; sec- 
retary-treasurer, Clancy D. Connell; 
chairman of the executive committee, 
Edward J. Sisley, Travelers. Accord- 
ing to the old plan of rotation, this puts 
Mr. Sisley in line for the presidency 
next year. 

Members of the executive committee 
named are: L. A. Cerf, Jr., Fidelity Mu- 
tual; C. E. DeLong, Mutual Benefit; 
J. P. Graham, Jr., Aetna Life; H. A. 
Schmidt, New England Mutual; J. M. 
Fraser, Connecticut Mutual; R. G, En- 
gelsman, Penn Mutual; Frank J. Mulli- 


gan, Guardian Life; R. H. Mackey, New 


York Life; Lowell Baker, Connecticut 
Mutual; N. M. Way, Canada Life; Ar- 
thur J. Miller, Provident Mutual; G. B. 
Dorr, Equitable; W. G. T. Shedd, Trav- 
elers; R. J. Williams, Mutual Life. 

Action will also be taken on the pro- 
posed change in the constitution, which 
will increase the executive committee to 
members in addition to the 
officers, instead of 15 at present. This 
is being done to bring wider company 
representation into the organization ac- 
tivities. 
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“And Jonah Successfully 
Swallows the Whale” 


Perhaps it isn’t quite fair to say that most of the courses 
of life insurance study for fieldmen are entirely too big for 
the fieldman to swallow, because there are many excellent 
courses. Nevertheless, life insurance is a “whale” of a sub- 
ject, and the subject very often engulfs the fieldman. The 
whale swallows him. 


Springfield, Illinois 


The Franklin announces a new kind of study course which 
approaches the subject from the fieldman’s point of view, 
taking up his problems and answering his questions in the 
order in which they naturally arise in his field work. This 
departure from the usual method of teaching life insurance 
gives the fieldman the master hand over his subject, and 
Jonah successfully swallows the whale. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 
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ONE-DAY DRIVE SUCCESSFUL 


Mutual Trust Life Nets About $1,000,000 
May 26 in Special Effort for 
Silver Anniversary 


The Mutual Trust Life of Chicago ob- 
served “Anniversary Day” May 26 in 
a one-day drive that appears to have 
netted between 500 and 600 percent 
more insurance than the company’s 
daily average. Much of the business is 
still in the mill but indications are that 
a final check will show approximately 
$1,000,000 written in the one day. The 
company’s average daily production is 
around $160,000. 

The special day’s effort was a part of 
a two months’ silver anniversary cam- 
paign in May and June which is being 
featured by unusually effective sales lit- 
erature and by an offering of many 
handsome prizes to agents who qualify 
on a point basis. This drive has re- 
sulted in a large increase in business 
in the first month, and a whirlwind fin- 
ish is being staged in June. 

A diverting feature of the campaign 
is an “alibi” card with heavy black bor- 
der addressed to President Olson, mak- 
ing it easy for the agent to explain why 
he failed to secure business. Another 
card is for the purpose of notifying the 
president of applications secured. 


Reveal Security Selling Price 
The price paid by Keystone Holding 
Company of Hammond, Ind., for a ma- 
jority interest in the stock of the Secur- 
ity Life of Chicago is reported to be 
about $2,000,000. The Keystone Holding 
Company is composed of owners and 
officers of the Northern States of Ham- 
mond and, it is reported, made a down 

payment of 50 percent in the deal. 





PASSES $100,000.000 MARK 


Detroit Life Plans Celebration of Event 
at Three-Day “Jambouree” 
Aug. 7-9 


The American Life of Detroit has 
passed the $100,000,000 point of insure 
ance in force, and in celebration will 
hold a three-day jambouree in Detroit 
Aug. 7-9, climaxed on President Clar- 
ence L. Ayres’ birthday by a banquet 
attended by several leaders in the insur- 
ance world. 

The American Life Underwriters’ 
Club will convene morning and after- 
noon on the 7th and the next morning 
at a sales conference, with President 
Phillip J. Kieffer presiding. 

There will be an informal dinner and 
entertainment the first evening and the 
second evening a $100,000,000 dinner 
will be held. The staff will be guests 
of the company on an all-day boat trip 
down the Detroit river Saturday. 

All agents who write not less than 
15 applications or pay for $40,000 of 
business in June and July will be guests. 
Agencies equaling or exceeding quotas 


will receive placques and_ individual 
agents equaling or exceeding quota will 
receive watch charms. 


DESIRES ILLINOIS BUSINESS 
Continental Assurance Making Special 
Drive in Its Home State and 
Home City 





The Continental Assurance of Chi- 
cago is making a special drive for busi- 
ness in its home state and its home city. 
At the present time about one-third of 





the business is being written in Illinois. 
Its branch office in Chicago and its gen- 
eral agencies in the city as well as oth- 
ers throughout the state are now being 
developed to a higher stage of produc- 
tion. The Continental Assurance is de- 
voting most of its time to intensive 
work in the cities and larger towns and 
getting away from rural territory. It 
is an interesting fact to record that 22 
percent of its business since Jan. 1 has 
been written by men who started to 
write life insurance after that date. 


INDIANAPOLIS LIFE PASSES 
HUNDRED MILLION MARK 


“Manly Month,” with the Indianap- 
olis Life during May, in honor of Presi- 
dent Frank P. Manly, put the total in- 
surance in force up to $100,367,388, and 
established a new month’s record of $4,- 
276,753 and a new week’s record of $1,- 
447,340 in production. In May $300,000 
was credited to the personal efforts of 
the home office staff. The annual party 
of the office force at President Manly’s 
country home north of Indianapolis, May 
28, which is his birthday, was in the nature 
of a jubilee celebration. Games, din- 
ner and dancing were indulged in and 
Mr. Manly took first prize in the trap 
shooting, breaking 23 clay pigeons out 
of 25. 


UNIVERSAL LIFE, ST. LOUIS, 
IN CHARGE OF DEPARTMENT 


The Missouri department has taken 
charge of the Universal Life of St. 
Louis. Superintendent Thompson this 
week filed a petition in circuit court at 
St. Louis, charging the company is in- 
solvent and its capital is impaired 
$60,000. He says $60,000 of death 
claims remains unpaid. The Universal 
has about $4,000,000 in force and oper- 
ates in Missouri and Illinois. 





Arrange to Have Second 
Life Insurance Company 





Allied Interests Are Extending Their 
Scope Materially in Number 
of the States 


The Great American Life Undervwrit- 
ers with headquarters in the Milan 
building, San Antonio, Tex., which is 
allied with the Continental Life Under- 
writers, Continental Oil building, Den- 
ver, both holding companies, under the 
same directorate, announces that the 
Great American Life will soon be or- 
ganized, the second legal reserve com- 
pany in the organization, the first being 
the Continental National Life of Den- 
ver, which now has $6,000,000 insurance 
in force. The Continental Life Under- 
writers, a holding company, was organ- 
ized in 1928 and has stockholders in the 
Rocky Mountain and central western 
states. In August of last year the Great 
American Life Underwriters was organ- 
ized and operations are being carried 
on extensively in the southwest. The 
Continental Life Underwriters opera- 
tions have been principally in Montana, 
Idaho, Kansas, Wyoming and Colorado. 


The Continental National Life is op- 
erating in Colorado, Texas, Montana 
and Arkansas. 


Charles E. Becker is president of the 
Great American Life Underwriters and 
Continental Life Underwriters. Mr 
3ecker is president of the Continental 
National Life also. Roy Slagle is vice- 
president and secretary of the Continental 
National; C. F. Reed, director of sales; 
E. C. Tibbetts, sales counselor, and P. 
T. Fella, agency secretary. The Conti- 
nental National operates on the state 
manager system, J. G. Vaughan being 
Texas manager; Glenn T. Davis, Mon- 
tana manager; Carl Reed, Colorado 
manager. 
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Prolong Life, 
Pay Dividends 


(CONTINUED FROM PAGE 1) 


joption of precautionary measures 
chich will result in prolongation of life. 
Only 10 percent of the policyholders to 
vhom the service is offered may re- 
enond but Mr. Gold believes that an 
intelligent follow up of these will make 
the service pay. 

Furthermore he concluded that com- 
nanies should expand their medical 
<ervice for this conservation work or 
else secure some outside agency for the 
undertaking. Cooperation of the agency 
force, he said, is needed in the work. 
What New York Has Done 


“\ recent article,” Mr. Gold pointed 

out, “discloses the fact that since the 
beginning of a periodic health examina- 
tion campaign of the five county medi- 
cal associations of New York City, 
commencing in 1929, there has been a 
95 percent increase and demand for 
health examination. The public needs 
education along this line and there can 
be no better means of publicity than 
through the agency forces of the com- 
panies. 
“If the value of proper conservation 
service is stressed at agency meetings, 
the agents will become alive to the ad- 
vantages to themselves as well as to the 
policyholders. No agency meeting pro- 
eram should be considered complete un- 
til the conservation man of the medical 
department has put his principles 
across.” 

Mr. Gold also made some 
tions on disability coverage. 
with some satisfaction the increase in 
disability rates and restrictions in the 

wer. However, these changes, he said, 
will not produce an adequate correction 
unless they are accompanied by closer 
underwriting. Like other speakers, Mr. 
Gold declared that the psychological as- 
pect must be taken into consideration. 


observa- 
He views 


New Life Insurance Plan 
Is Placed on the Market 


(CONTINUED FROM PAGE 1) 


Waiver of premium disability benefits 
and extra benefits for accidental death 
may be provided at slightly increased 
premiums. The accidental death bene- 
fit will be $1,000, payable in one sum 
at death, for each $10 of monthly in- 
come. In its role as a supplemental 
ontract, the income indemnity policy 
fits in very nicely in many places. It 
‘an be used in conjunction with present 
insurance to round out an _ insurance 
program for a comparatively small ad- 
ditional premium. In combination with 
new policies on other forms, it makes 
an attractive picture. 

The following are some uses to which 
the policy may be put: 

_l. Keeping proceeds of present life 
imsurance intact after death. 

_2. A somewhat similar use applies to 
the man who is building up a fund for 


€ support of himself and his wife in 

er old age through bonds, building 

nd loan shares, or some other plan, 
and is convinced that this is the best 
an, 

3. Many a man finds that to estab- 

sh an adequate income for his family 

the event of his death, he has to fore- 
£0 the satisfaction of setting aside the 
roceeds of certain policies for the 
‘lucation of his children. He can take 
‘rom his present insurance program 
such insurance as would be necessary 

Provide the educational fund, leave 

is on the interest option until the 

ldren reach college age, and then 
ive it made payable for college ex- 
enses. The difference in the income 
‘an be made up at small expense by 
— hasing this new form, the Income 
‘ndemnity policy. 

4. For the man who is making a 
‘mall payment each month to his father 
‘r mother for his or her support, this 
Policy fills a need. 


| 














Clarence Axman Sails on 


Graf Zeppelin Abroad 





Clarence Axman, editor of the 
“Eastern Underwriter,” is among 
the passengers on the Graf Zeppe- 
lin, which left Lakehurst, N. J. 
on its return flight to Friedrichs- 
hafen, Germany, Monday night. 











Urge Harmony Group 
(CONTINUED FROM PAGE 1) 


ium insurance in America join forces 
for the infinite betterment of the busi- 
ness.” 

Furthermore Dr. Gibbons said there 
is growing cooperation between the va- 
rious units of the American Life Con- 
vention. In evidence of this the speaker 
pointed to the appointment last year of 
a liaison committee to meet with a simi- 
lar committee of the executives to dis- 
cuss mutual problems. Another indica- 
tion of harmony is the invitation which 
has been extended to the medical sec- 
tion to assign a representative to ad- 
dress the general meeting of the Ameri- 
can Life Convention. 


LIFE INSURANCE EDITION 


Supreme Court to Review 
Important Taxation Case 


The United States Supreme Court 
June 2 granted petition of the New 
York Life for review of its case against 


| the collector of internal revenue for the 


| 


| 





second New York district, involving 
taxes collected under capital stock tax 
provisions of the 1918 revenue act. The 
company states this is a suit in which 
practically every life company in this 
country is interested, involving points 
on which several of them also have suits 
pending. The court was urged to decide 
whether the collector was justified in 


refusing to permit deductions of funds 


representing excess premiums which 
were to be returned to pclicyholders. 
The court also was asked to decide 


whether provisions of the 1931 revenue 
act, imposing a special income tax on 
life companies in lieu of capital stock 
tax, relieved the company from the ne- 
cessity of paying tax under the latter 
for the fiscal year ended June 30, 1921. 





A regular convention examination of 


the Continental Life of St. Louis is un- 
der way with Missouri, California, Ili- 
nois, Utah and Washington participat- 
ing. 
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Commissioners Meeting to 
Be of Unusual Interest 


Owing to the meeting of the execu- 


tive committee of the National Con 
vention of Insurance Commissioners 
and the committee on commissions, to 


Edgewater Beach hotel 
week, a number of life 
and representatives of 


be held at the 
in Chicago next 
company officials 


the American Life Convention Associa 
tion of Life Insurance Presidents and 
National Life Underwriters Association 


will be present. Much interest is taken 
in the committee headed by Commis- 
sioner Livingston of Michigan that is 
investigating cComimitssions paid More 
attention has been given to the casualty 
and fire commissions than life. How 
ever. the committee has gotten together 
considerable material of interest on life 
insurance 


Golden Rule Organized 


Che Golden Rule Life of Birming- 
ham has been licensed in Alabama _ to 
write mutual aid, life, health and acci- 


dent insurance on an industrial plan. 
The officers are: R. C. Jordan, presi- 
dent and treasurer; Lewis W. Smith, 
vice-president and secretary. 











Our Juvenile Contracts 
Are Fast Sellers 




















age five. 


Royal Union Life Building 
Cor. Seventh and Grand Ave. 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Approximately one-third of 
the population of our country 
is made up of children under 
fifteen years of age. 


One-third of the possible pros- 
pects for life insurance in 
every community are, there- 
fore, children. 


Royal Union salesmen may 
write children from one day 
old and up, and without phys- 
ical examination. 


Our Juvenile contracts go au- 
tomatically into full benefit at 
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Does Prohibition 
Prohibit? 


EK cannot answer the question, 
. but we know that no law pro- 
hibits our field men from doing a fine 
business. Our policies are selling 
freely in every state because they 
afford absolute protection at mod- 
erate cost. 

We need more good men. We have 
attractive openings in the following 


territory: 
Michigan Indiana 
Kentucky ‘Tennessee 


Ohio 


If interested let us hear from you at once. 


THE 
BANKERS RESERVE LIFE 


CoMPANY 


Home Office: OMAHA, NEBRASKA 
BUSINESS IN FORCE, $131,000,000 




















Safety and Security 
the Keynote for 1930 


For the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 


For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 


Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Oklahoma Texas 
Kansas lowa 


Celorado 
Illinois 


Arkansas 











‘Forum Opened 


by Dr. Foshay 


(CONTINUED FROM PAGE 3) 


and quality sufficient to justify a suc- 
cessful and mathematical analysis, anal- 
ogous to biometric studies in mortality. 


Mechanical Methods Banned 


Probably, he added, selection of risks 
for sickness, will never be based on 
mechanical methods. Expert knowledge 
trained intelligence and experienced skill 
will always be necessary. “Statistical 
studies, however,” he said, “are of course 
necessary to check the results of selec- 
tion. 

“In future the approach to these ques- 
tions,” Dr. Foshay said, “must be bio- 
metric rather than purely statistical. 
“Those doing research in them, there- 
fore, must not alone be mathematicians, 
but to succeed they must have had care- 
ful education in biology. They must 
understand life processes as apart from 
the merely arithmetical aspect of the ac- 
cidents of life.” 

The underwriter, according to Dr. 
Foshay, must approach the problem in 
an experimental mood. Analysis of past 
occurrences can only be suggested to 
him because he deals with problems ever 
in a fluid state. “New diseases,” he 
said, “confront him—for instance, three 
or four new major epidemic infections 
of the nervous system have been recog- 
nized and described since the beginning 
of the present century. Unexpected re- 
sults from the great American experi- 
ment in human breeding cannot be 
ignored.” 


New Types Develop 


“New physical types of men are under 
the trial before our eyes—for example, 
a center of tallness is recognized in Min- 
nesota. With a steadying eye on past 
and present experience, the underwriter 
must rivet his attention forward. Fu- 
ture trends will determine success or 
failure in disability benefit selection. 
Therefore, the problem is alive, not 
dead. Lacking the time to make his 
own investigation, the underwriter indi- 
vidually or by organization, must at 
least maintain contact with those de- 
velopments in science that are germane 
to his problems.” 

Dr. Foshay defined three classes of 
persons according to their disposition to 
give in to disease. There is the extreme 
Spartan type, who continues in his work 
long after he should have submitted to 
treatment. The other extreme consists 
of those who succumb to the slightest 
ache or imagined ache. “The great mass 
between these extremes embodies the 
safe risk for benefits,’ Dr. Foshay de- 
clared. “Our task is to locate the in- 
dividuals that belong in each of these 
three classes. The rest is easy, but that 
preliminary sorting is hard. It can only 
be done successfully in the first in- 
stance by the highest grade of well-paid, 
loyal and skilled medical examiners.” 


Small Town Inspection Best 


Following the work of the examiner 
comes the inspection and in the small 
towns the best selection is available, the 
speaker declared. In small towns, how 
the applicant meets obligations can be 
ascertained, how frequently he is ill and 
how he is regarded in the community. 

Indispensable is information regarding 
the relation of the applicant’s personal 
earned income to the disability income 
that is applied for, plus that already in 
force. Selection for disability benefits 
must vary in proportion to the accuracy 
of the estimate of earned income and 
the exactness of knowledge of the 
amount of benefit income already in 
force, the speaker said. “A convenient 
and reliable method for making abso- 
lutely sure of the latter remains to be 
devised,” the speaker admitted. 


Figuring Inspection Cost 


income, 
are re- 
services 
speaker 


In order to ascertain earned 
competent inspection services 
quired and competent inspection 
require an outlay of money, the 








One-Day Sales Test Is 
Made by Penn Mutual 





A national one-day sales test 
was conducted by the Penn Mu- 
tual May 27, in which the Pitts- 
burgh agency of Holgar J. John- 
son, general agent, insured more 
people than any other agency in 
the country outside of New York, 
Philadelphia, and Chicago. Lead- 
er in the agency was William J. 
Wright, and he ranked second in 
the country. 

An interesting feature was that 
6,000 salesmen were simultaneous- 
ly given only 24 hours’ notice to 
prepare prospect lists for this test. 
The purpose was to prove their 
loyalty in an unusual effort and 
to demonstrate that business is 
available although it sometimes 
requires extra effort. 











added. “In figuring inspection cost, th: 
test should not be the price per report 
but the most per $1,000 of insuranc 
By this last test, a cost per $1,000 « 
paid for business that averages aroun/ 
50 cents will provide funds for thoroug 
investigation of large applications, « 
disability benefits criteria, as well as of 
cases that are border lines as to habits 
character, past health, moral hazard 
Students of disability must not ignor 
all available statistical public health rec- 
ords. He recommended reading a re 
cent article in the “American Mercury 
which developed the thesis that old age 
groups are increasing at the expense o 
the younger ages. Also industrial dis- 
ease surveys are of great interest. 


Uncertainties and Assumption 


Although expressing no opinion as t 
the adequacy of the increase in premiw 
rates for disability coverage, Dr. Fosha 
expressed the profound hope that the 
would prove sufficient. “At the base 
the new rates there are assumptions ant 
uncertainties that are unavoidable « 
least until experience covers a muc 
longer period,” he said. 

Dr. Foshay, unlike most of the other 
speakers, minimized the danger 
fraudulent claims. He recited the Mv 
tual Life’s record in support of his pos: 
tion. Out of more than 3,700 continv 
ing claims at this time, the Mutual Lit 
estimates that about 50 exhibit mark 
of uncertainty and this, after the clos 
inspection that is given to such claims 
The company has no exact figures, Dr 
Foshay said, as to the number of cas¢ 
in which there appears to have been i 
tentional fraud in securing a policy wi! 
a view to making a claim for beneit. 
He said that there have been few @ 
them, however, probably only one-ha! 
of 1 percent of all claims that have beet 
presented. 


Investigation of Claims 


Investigation of claims for benefits " 
the first policy year Dr. Foshay said he 
uncovered an average of 41 cases pt 
year for the last four years, in whi 
the policy was fraudulently secured a? 
could legally be canceled, as wel! as ° 
rather smaller number of similar cas 
in which cancellation was not legal 
feasible. “In an annual paid for bus 
ness of over 20 to 30,000 policies,” D: 
Foshay concluded, “these figures do ne 
suggest that fraud is very rampant 

Dr. Foshay said it is unfortunate the 
the Convention of Insurance Comm! 
sioners was persuaded to attempt cry* 
tallization of standard provisions durin 
the period of evolution and before exp 
rience has been sufficient to warrant 4 
safe conclusion as to the wisdom of su 
procedure. He hopes that generoe 
modifications or rescinding of that # 
tion may lie in the near future. 


point’ 


The Pan Ameriean Life has 4)! 
Gray McChesney, Biltmore - Ashev! 
N. C., and Joe E. Taylor, Columbus, 
as district managers. 
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FINAL PROGRAM ANNOUNCED | 





Details Given for Annual Meeting of | 


Mutual Agents Association of 
Northwestern Mutual 





The Association of Agents of the 
Northwestern Mutual Life will hold its 
annual meeting in Milwaukee, 
21-2-3. 


more than 1,200 agents. 


President Van Dyke will give the ad- | 


dress of welcome and James H. Cope- 
land, Kansas City, Mo., president of the 
association, will respond. Awards to 
agents who have made outstanding rec- 
ords will be made by Charles H. Par- 
sons, superintendent of agencies. 


Get-together Dinner 


General agents, district agents and 
special agents will hold simultaneous 
luncheon meetings the first day. A new 
feature will be the get-together dinner 
the first night of the meeting with Clif- 
ford L. McMillen and associates in 
charge. . 
“Life Insurance as Property” will be 
the theme Tuesday morning with W. J. 
Mack of Cincinnati as chairman. A. R. 
Jaqua, associate editor of the Diamond 
Life Bulletins, will speak at this session. 
Three conferences will be held simultan- 
eously Tuesday afternoon. P. T. Allen 
of Buffalo is chairman of the conference 
for newer agents. Ben H. Badenoch of 
Chicago for older agents, and George 
V. Metzger, Kansas City, business in- 
surance. The annual banquet will be 
held Tuesday evening. 
Other Speakers Scheduled 


Joseph T. Gallagher, assistant super- 
intendent of claims for the Northwest- 
ern Mutual, and Joseph Chapman, a 
trustee of the company and widely 


| held May 
ing. 
July | 
The meeting will bring together | 








known business adviser, will speak 
Wednesday morning. 
State Reserve Life 
The annual agency meeting of the 


| State Reserve Life of Fort Worth was 
19 with 40 producers attend- | 


Problems were discussed by the 
agents and plans outlined for the next 
year. 


Western Reserve Life 


The annual agency meeting of the 
Western Reserve Life will be held at 
the home office in San Angelo, June 16- 
17. Commissioner Tarver of Texas will 
speak, 


Security Mutual Life 


Leaders in the Security Mutual’s field 
force, 100 strong, will take part in the 
“In Gardiner-Out Cody” tour of Yel- 
lowstone park to be given by the com- 
pany. <A program of activity is ar- 
ranged at every stopping point in the 
park. At Sulphur Creek the Security 
Mutual party will board a special train 
for the return journey. 





Weeks Speaks at Convention 


Harvey Weeks, assistant secretary of 
the Central Hanover Bank & Trust Com- 
pany, New York, spoke at the agency 
convention of the National Life of Ver- 
mont, at White Sulphur Springs, W. Va., 
on the subject, “Merchandising.” He 
stressed the similarity of merchandising 
problems confronting trust companies 
and life men. 


W. G. Paxten has been appointed dis- 
trict manager of the Vicksburg, Miss., 
territory for the Lamar Life of Jackson, 
Miss. He was in the banking business 
in Vicksburg for six years. 

The Nerthwestern Life of Omaha has 
voluntarily withdrawn from Texas. 
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Insurance in Force 


1923 
1927 One Billion and a Half 
1930 


One Billion 


Two Billions 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 

















Provident ‘Mutual 


Life Insurance Company of Philadelphia 





FOUNDED 1865 

















GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 
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*Tis June 


June is the time to sell educational 
Graduations and commencements 
are given much publicity in the daily news- 


policies. 


papers at this time and the public is educa- 
The boys in the neighbor- 
hood graduating from grade schools are 
wearing their highly prized class ribbons. 
Of course they are going to high school in 
the fall—but will they go to college four 
years later? 

ven more potent examples to use in 
selling educational insurance are the high 
students graduating in June who 
are not going on to college because their 
parents failed to make the proper pro- 
visions when the youths were still toddling 
around. 

Today the large state universities are 
graduating thousands of students annually 
and the college trained man is in evidence 
everywhere. It is estimated that 134,000 


tion-conscious. 


school 


young men and women will complete their 
college work this June. Those young men 
and women of this and the coming genera- 
tions without a college education will be 
badly handicapped against such competi- 
tion. 

These things should be called to the 
attention of parents in June. There are 
also a few facts and figures which are 
worth mentioning in connection with this 
period of metamorphosis. 

1. Less than 1 percent of American men 
are college graduates, yet 55 percent of 
our presidents, 36 percent of our members 
of congress, 62 percent of our secretaries 
of state, 69 percent of our supreme court 
judges and 72 percent of the men in “Who's 
Who” are out of that 1 percent. 

2. Each day a boy spends in college is 
worth $125 according to a Harvard Col- 
lege survey. 


Unscientific Pension Plans 


Tur tragedy of unscientific pension 
funds is again brought to light in the 
plight in which the teachers’ retirement 


fund system of Michigan is found. Prof. 
J. W. Gtover of the UNIVERSITY oF 
MicuHiGAN after examination finds that 
the fund has total liabilities amounting to 
$19,514,061, are only 
$3,680,763. 


entifically 


while its assets 


Unless pension funds are sci- 


constructed by technical men 


and the adequacy of the contribution has 
been tested by the same principles that 
guide life insurance companies in the con- 
struction of their rates, a pension system 
is sure to fall. Unless there is a well- 
founded, logically constructed and 
tifically built pension system there is ever 
present danger of a collapse. Retirement 
funds hitched up with life insurance pro- 
vide the surest pension system. 


scien- 


Use of Imagination in Selling 


Joun A. Stevenson of Philadelphia, 
home office general agent of the Penn 
Murtvat Lire, in a recent address stressed 


the need of greater imagination in business. 
Imagination, he declared, plays a very im- 
portant part in the technical and profes- 
as well fields. He 
cited college students and their various de- 
grees of those 
that travel the farthest have the greatest 
imagination and are counted as geniuses. 
A man must have the ability to convince 
others that both he and his ideas are work- 
able. Mr. Stevenson declared that in his 
opinion the ability to sell consists largely in 
having enough imagination to link up what 
one has to sell with the particular needs 
of the buyer. 

In many of the offices where young life 
insurance agents are being trained, a real 


sional as commercial 


achievement, showing how 


teacher not only imparts technical knowl- 
edge about life insurance and the funda- 
mentals of the business but the psychology 
of salesmanship is introduced because in 
the selling of life insurance, imagination 
plays a very conspicuous part. In fact a 
life insurance agent without imagination 
will not be able to accomplish much. He 
has nothing tangible to He must 
paint a picture and to do so he must viv- 
idly portray the part that life insurance 
plays in a man’s program. Professional 
knowledge is necessary but that knowledge 
must be dramatized. The salesman must 
be able to see just how life insurance will 
work in connection with plans that people 
desire to carry out. 

The successful life insurance man, that 
is, the one who will fit life insurance most 
exactly to the needs of his clients, will put 


sell. 





himself in the place of the man who is 
buying and endeavor to ascertain just what 
it is a man desires to accomplish. Imag- 
ination run wild is not needed in life in- 


surance. First an agent must have work. 
ing knowledge of his subject and ther as 
his knowledge increases he can link visio; 
up with it. 











| PERSONAL SIDE OF BUSINESS | 








Mrs. Glover S. Hastings, wife of the 
Se of agents of the New 
England Mutual, died last week, follow- 
ing an illness of six months. 


Miss Ellen Putnam, National Life of 
Vermont agent, has been nominated for 
the directorate of the Rochester Life 
Underwriters Association, being the first 
woman thus honored. 


Marshall Wells, born last 
Charlottesville, Va., to Mr. and Mrs. 
Marshall Swain Wells, enjoys the dis- 
tinction of being the first grandson of 
Sam B, Love, Virginia manager for the 
Mutual Life of New York. Manager 
Love has five granddaughters. 


week at 


Frank Williams, St. Joseph, Mo., gen- 
eral agent of the Missouri State Life, 
who died recently, jointed the company 
on March 18, 1910. Born in Illinois in 
1861 he settled in St. Joseph in 1906, 
and became general agent for the Bank- 
ers Reserve Life. 


President D. V. Edmundson and Vice 
President R. A. Gray of the American 
Security Life of Birmingham were in 
Cincinnati and Fort Wayne last week. 
The American Security, after 23 months 
of operation, has over $7,000,000 in force 
and is writing new business at the rate of 
$300,000 a month, operating in Alabama 
only. There are several promising legal 
reserve companies in the south which 
are receiving considerable recognition as 
home institutions and the American Se- 
curity is one of them. Mr. Gray is an 
old Cincinnatian, the son of the late 
Adam Gray, for many years the leading 
fire agent in the city. He is also a 
brother-in-law of Ralph Holterhoff, for- 
mer president of the Cincinnati Life Un- 
derwriters* Association. 


G. B. Dorsey, a director of the North- 
ern States Life of Hammond and father 
of Machir Dorsey, chairman of the 
Northern States and newly elected pres- 
ident of the Security Life of Chicago, 
died on Sunday at his home in Colum- 
bia, Mo, 


In the last 11 years, Frank J. Gagen, 
member of the Hobbs agency of the 
Equitable of New York in Chicago, has 
placed 1,000 policies on the lives of 435 
clients, 128 of whom have three or more 
policies, 290 two policies and only 17 
clients with only one policy apiece. He 
started full time in the field in 1919, al- 
though he had been with the Equitable 
since 1909. He has qualified consist- 
ently for the quarter million club, al- 
though for several years he has done 
managerial work. Last year his unit 
paid for $2,500,000 and it has passed the 
million mark this year, Mr. Gagen’s per- 
sonal cash production in the first four 
months being $166,000. He finds some 
form of life income settlement to be the 
most effective sales presentation and he 
carries $107,000 of Equitable insurance 
on his own life, including survivorship 
annuity for his mother, life income and 
cleanup policy for his wife, and educa- 
tional fund for his son. 


President Isaac Miller Hamilton of 
the Federal Life is motoring east this 
week to attend the graduation of his 
daughter, Miriam, from Vassar College 
at Poughkeepsie, N. Y. Miss Hamilton 
is a director of the Federal Life. Mr. 
Hamilton plans to present his daughter 
with the car in which he is driving east. 


Edward H. Switzer, agent for 20 
years of the Mutual Life of New York 
in Chicago and a former brigadier gen- 
eral in the Illinois National Guard and 





world wars, died June 2 while trim- 


ming a hedge at his home. He was 
colonel of an Illinois regiment in the 
last war. General Switzer’s business 


was of an unusually high character and 
he sold a substantial volume. A son 
Edward W., also is a member of the 
H. C. Hinfzpeter agency. 


Robert C. Newman of the Missouri 
State Life is one of a group of St. Louis 
business men who have organized the 
Guaranty Products Company with $50,- 
000 capital to manufacture and sell na- 
tionally a group of patented household 
products. 


R. W. Guyton, of Canton, O., man- 
ager of the North American Life of 
Chicago, died in Los Angeles where he 
had gone for treatment. He was one of 
the veterans in the North American 
Life corps. He had about $2,000,000 of 
insurance in force in his district. He 
had been off the reservation for a year 
or so endeavoring to get back in form. 
vice-president of 


F. L. Barnes, the 


Provident Life & Accident drove to 
Kansas City from Chattanooga last 
week for a brief visit with H. F. Hilde- 


brand, manager of the western depart- 


ment. 


L. L. Adams, president of the Senti- 
nel Life, has purchased a residence at 
Morningside Drive and Walnut Street, 
Kansas City, Mo. 


Clell Coleman, Kentucky state audi- 
tor in charge of the insurance depart- 
ment, may be the Democratic nominee 
for governor in the next election. Guy 
H. Briggs, counsel for the insurance de- 
partment, is also being mentioned as a 
possible candidate for attorney-general. 

J. H. Torrance, vice-president of the 
Business Men’s Assurance, attended the 
National Conference of Street and 
Highway Safety in Washington, D. C., 
last week as a representative of the 
American Life Convention. 


Erle Shepherd, brother-in-law of 
Frank L. Barnes, vice-president of the 
Provident Life & Accident, and a na- 
tionally known bowler, has been ap- 
pointed a Kansas City representative of 
the Provident. Mr. Shepherd last year 
was a member of the United States 
bowling team which went to the Inter- 
national Bowling Tournament in 
Sweden. 

Harry Steiner, member of the Lust- 
garten agency of the Equitable of New 
York in Chicago, has maintained an av- 
erage monthly production of more than 
$80,000 since going with that company. 
In the first four months this year he 
produced $341,600, putting him in line 
again for qualification in the million dol- 
lar corps of the Equitable which he at- 
tained in 1929. He has been in life in- 
surance only two and a half years. Mr. 
Steiner has made a personal study of 
business insurance, estate conservation, 
personal and corporate trusts. 


The retirement of H. F. Higinbotham 
who has been associated with the Sun 
Life of Montreal in an _ important 
official capacity for more than 30 years, 
is announced. He has just arrived in 
Canada from Great Britain where he 
represented the company for over seven 
years, being largely responsible for its 
agency organization there. When he 
first joined the company he represented 
it in the United States and was after- 


. wards appointed manager for Egypt and 


veteran of the Spanish American and i later represented the Sun Life as man- 
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the Equitable Life of New York in Al- 
Pa., for the past 30 years died 
Mav 30, following an extended illness. 
He had been in failing health for about 
fye years. The last year he had been 
confined to his home the greater part 
time. 


toona, 


of the 
G. J. McDowell of Charleston, S. C., 
who conducts the general agency of the 


| $231,800. 
patrick H. Kelly, special agent for | of the year the McDowell agency 
a . , . ze | 


| McDowell, 


Bane 6, LIFE 
—— owes ‘ ee ae 
sver for Continental Europe with head- | Southern States Life, is the oldest man 
Puarters at Paris. In 1912 he was ap-|in point of service with the company. 
jnted manager for Japan. His term | He has attended all its conventions and 
P. office extended over ten years in the| has been consistent in his production 
Far East. Seven years ago Mr. Higin- record since he started with the com- 
hotham was transferred to London, | pany. During April he submitted 
where the Sun Life has made great | $500,445 of business. He led his own 
headwa) | agency with a personal production of 


During the first four months 
sub- 
mitted $1,339,177. 

The Southern States Life suffered a 
severe loss in the sudden death of G. J. 
Charleston, S. C., general 
agent. He was only 49 years. He 
personally produced more than $500,000 
this year, and his agency has produced 
about $2,000,000. He became an agent 
of the Southern States when it was or- 
ganized 22 years ago. 














AETNA LIFE MAKES CHANGES 


Mason Becomes Assistant Superintend- 
ent of Agencies and Edwards Suc- 
ceeds Him in New York. 


The Aetna Life has made a significant 
change in its general agency organiza- 
tions in New York City, Boston and 
Detroit. The Detroit general agency is 
to be consolidated with the Flint agency 
with headquarters in Detroit with H. K. 
Schoch, present Aetna general agent in 
Boston, as general agent. 

Richard L. Place, home office agency 
secretary, will, in partnership with his 
brother, Russell P. Place of Boston, 
succeed Mr. Schoch in Boston. Ed- 
wards & Baker of Detroit are resigning 
and R. S. Edwards of that partnership 
will go to 52 Vanderbilt avenue, New 
York City, to succeed Dewey R. Mason 
as general agent. Mr. Mason goes to 
the home office as assistant superintend- 
ent of agencies to assume many of Mr. 
Place’s duties under Mr. Luther. All 
changes are effective July 1. 

In going to Detroit Mr. Schoch as- 
sumes charge of one of the most pro- 
gressive sections of the Aetna’s terri- 
tory. 








Mr. Schoch has had a varied business 
and teaching experience since his grad- 
uation from Susquehanna University in 
1909. He joined the Aetna in Chicago 
in 1925 as assistant general agent to S. 
T. Whatley. When the Boston general 


agency was reorganized in 1928, Mr. 
Schoch was appointed general agent 
there. 
Places Harvard Graduates 

Richard L. Place and Russell P. 
Place are Boston men and were born 
at Dover, N. H. Both are Harvard 
graduates and served overseas in the 
irld war. 


Richard L. Place has been connected 
with the Aetna since 1922, when he be- 
ame associated with the group divi- 
sion in the Boston general agency, 
which was then in charge of Vice-pres- 
ident Luther. Mr. Place went to the 
lome office in 1923 as assistant in the 
group division, becoming associated 
with the life agency division in 1925 


iS agency assistant. In 1927 he was 
ade assistant superintendent of agen- 
les and last February was elected 
Agenc secretary. 

His brother, Russell P. Place, has 
heen active in legal, banking and trust 


estate work in Boston. In 1928 he be- 
ame associated with the Lee, Higgin- 


son lrust Company of Boston with 
vhom he has continued until now as 
issistant secretary and assistant trust 


iffic er. 
Mason Large Personal Producer 


vey R. Mason, University of 
Rock ester graduate, became Aetna gen- 
sap gent at 225 West 34th street, New 
‘ork City, after a number of years’ as- 
lation with the L. A. Cerf Agency 
' the Mutual Benefit. Early this year, 
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i LIFE AGENCY CHANGES 








Goes to Detroit 

















H, K. SCHOCH 


Boston Aetna General Agent Transferred 
to Detroit to Head Detroit-Flint 
Consolidation 


Mr. Mason’s agency was combined with 
the former Leitner agency of the Aetna 
and the enlarged organization has been 
under his direction at 52 Vanderbilt ave- 
nue since. 

Mr. Mason has been a consistent pro- 
ducer of personal business, closing one 


case of partnership insurance in Janu- 
ary for $1,125,000. He will be associ- 
ated closely with Mr. Luther in life 
agency activities. 


R. S. Edwards is a Dartmouth grad- 
uate, class of 1913. He went with the 
Aetna in 1915 as group representative. 
Interrupted in his business career while 
serving in the world war, he returned 
to the Aetna in 1919 as a home office 
representative covering New England 
for the group division. Later he be- 
came associated with the Boston gen- 
eral agency under Vice-president Lu- 
ther. In 1921 he went to the home 
office and was soon after made assist- 
ant secretary of the group division, be- 


ing made secretary in 1924. He was 
appointed general agent in Detroit in 
1925 in partnership with E. W. Baker. 


Mr. Baker resigns to devote his entire 
time to personal production in Detroit. 


Edwin M. Williams 
Edwin M. Williams has been ap- 


pointed general agent at Memphis for 
the Atlantic Life of Richmond. He re- 
ceived his early training under Hugh 
Hart in the Aetna Life agency at Little 
Rock. From there he went to Memphis 
to become general agent for the Central 
Life of Iowa. For the past two years 
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Progress 


Shield Men are backed by a company that has 
had a sound substantial growth since its incorpo- 
ration in 1902. 


Today the National Life and Accident ranks 
among America’s greatest fifty life companies on 
life insurance in force. It has the largest indus- 
trial, health and accident insurance business in 
force in the world. It closed its first ten years 
experience in Ordinary with a world record on 
volume in force of over $100,000,000. It is fifth 
among all companies in America on total number 
of policies in force. 


Shield Men are confident knowing they represent 
a company considered one of the world’s 
strongest. 


It pays to be a Shield Man! 


Inter? :ing information concerning the advantages of becoming 


Shield Men will be sent upon request. 
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he has been with the Equitable Life of 
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Are You the Man? 


Wanted—Aggressive life insurance men by com- 
pany giving prompt, courteous, and efficient serv- 
ice to representative and policy owner—policies 
covering the full range of life—operating under 
a state law which gives protection to the nth 
degree. 














Are you that man?—then you will find it pays to 
be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 





















































Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 


























New York, His territory will include 
northwestern Mississippi, eastern Ar-'! 
kansas and three counties in southwest- 
ern Tennessee. 





Floyd A. Farnsworth 


Floyd A. Farnsworth, Cheyenne, 
Wyo., has been appointed state man- 
ager for the Capitol Life. He has been 
an insurance counsellor with the Capi- 
tol for five years. 








Ben R. Hamilton 


Ben R. Hamilton, Little Rock, has 
been made general agent for the Pyra- | 
mid Life for Little Rock and surround- | 
ing territory. He will be located in the | 
Pyramid Life building. 
| 

R. F. Lee, C. A. Tucker | 

R. Frank Lee, with the Royal Union | 
Life of Des Moines in Texas from 1923 | 
to 1928, has returned to Dallas after | 
two years to assume the duties of state 
field manager for the Royal Union. As- | 
sociated with him will be C. A. Tucker, 
former Texas branch office manager. 


Nash & Hyde 


Elwin Nash and Allen Hyde, operat- 
ing as Nash & Hyde at Nashville, Mich., 
have been appointed supervisors for the 
Hastings agency of the Guaranty Life 
for the Nashville district, succeeding H. 
L. Gaskill, who is retiring. 


L. W. Spickard 


The Bankers Life of Iowa has ap- 
pointed L. W. Spickard, Mason City, Ia., 
agency manager, manager of the Detroit 
office. R. L. Bailey, agency supervisor 
for the north Iowa agency succeeds him 
at Mason City. 


J. D. Anderson, Jr. 


J. D. Anderson, Jr., Nashville agent 
for the National Life & Accident, has 
been promoted to manager of the Pitts- 
burgh, Tenn., district. 

















Morgan Jones 


Morgan Jones, Chicago manager of 
the Pan-American Life, has resigned to 
go into the real estate subdivision busi- 
ness in Texas. E. W. Weaver, who 
has been cashier, is in temporary charge 
of the Chicago office. He has been with 





the company a number of years and wx 
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formerly at the home office. new of 
ice-pre 
Brandon H. Bryers i 
The Mutual Life of Canada has af E. ™ 
pointed Brandon H. Bryers of Toron,§ Warte™ 
in the group division to assist Ontar ot by-le 
agencies. For six years he has been ; of ethic 
sales and contact work in Chicago a 
Minneapolis. 
J. Earl Morash The 
é ra we Equital 
The National Life of Toronto has ap. Pa, wa 
pointed J. Earl Morash, who has repre. 3437,00( 
sented the cOmpany for some years, af one wi 
inspector in Nova Scotia, assisting J. | Duff of 
Geddes, provincial manager, at Halifa ward A 
for the 
5. H. Slatter honor < 
. H.  Slatter, formerly  assistan; 
branch secretary for the London Lij 
at Toronto bay, has been appointed se. The | 
retary of the Hamilton branches. r ae 
J. L. Millican, T. H. Henry a 
J. L. Millican of Oklahoma City, haf} vice-pre 


been appointed general agent for th retary. 


Capitol Life in northwestern Oklahoma 











T. H. Henry of Amarillo, Tex., ha 
been made general agent for the Par. 
handle. 

: ANGE) 
Life Agency Notes 
Americ: 

W. L. Cuskadin has been appointe ciatio 
district manager of the Bankers Reserv 
Life of Omaha at East Central, Ill. H 
has been teaching school. 

Former Assistant Superintendent The 
Hermansdorfer of the Western & Soutb- Associ 
ern Life, Charleston, W. Va., has bee -\ssocia 
placed in charge of the Ashland, Ky., dis-§ Columb 
trict. announ 


Charles R. Zeddes has been appointe 25 Ohi 


superintendent of the Prudential at Fo 














EASTERN STATES ACTIVITIES 











MISS REARDON APPOINTED 





Able Woman Producer Becomes Assist- 
ant in Philadelphia Office of 
Curtin & Brockie 





Miss A. Ruth Reardon has become as- 
sociated with William J. Gilmartin, 
Philadelphia manager for Johnson & 
Higgins life department as assistant in 
charge of new business. Mr. Gilmar- 
tin is manager of the life department 
of Curtin & Brockie, Philadelphia con- 
nection of Johnson & Higgins, general 
agent for the Prudential and Home Life 
of New York. 

Miss Reardon is a prominent pro- 
ducer, active in Philadelphia life ranks 
for many years. She has one of the 
strongest brokerage contacts in the city. 
She is a Virginian, daughter of Daniel 
Joseph Reardon, well known life insur- 
ance organizer. Formerly she was man- 
ager of the Philadelphia branch of the 
Western Union, but seven years ago 
she quit to become counter-girl for the 
W. R. Harper agency, Aetna Life. She 
became manager of the new business 
division. 

Mr. Gilmartin’s office is one of the 
leading agencies, nearing $1,000,000 a 
month pace. 





Plan D. of C. Expansion 
Karl G. Gumm, agency supervisor of 
the home office of the National Life 
of Montpelier, and C. V. Shepherd, state 























Wayne, Ind. He started in the same dis. °O™pan 
trict, March 14, 1913, as an agent ani With ra 
was made an assistant eight years late perience 
Orville F. Kerr, formerly gener Angell, 
agent of the Atlantic Life at Springfield Ballin ; 
Mo., has been appointed general agen d : 
for the Provident Life & Accident for ents; 
20 southwestern Missouri counties with Raymo! 
headquarters at Springfield. medical 
A. J. McClintock of Newport, Ky., ha: assistan 
been appointed district manager for th 
Metropolitan Life, with headquarters # 
Clarksburg, W. Va. Mr. McClintock ha I 
been president of the Campbell Coun 
Optimist Club. 

The 
poratio: 
tor the 
the ger 

—— Assurai 
represe: 
agents 

PENSION BILL SIGNED county 
BY GOVERNOR ALLEN po 
auemeane of loca 
BOSTON, June 5.—Years of 
agitation for an old age pension 
system in Massachusetts have The 
been culminated by Governor Al- insuran 
len signing the old age assistance sociatio 
bill. About 8,000 will benefit from ing of 
the act, which goes into effect July Colum! 
1, 1931. Aid will be distributed menaie 
rn ° f operate 
through the relief agencies © and ot 
cities and towns. The total ex- before 
pense will be about $1,250,000 an- ciation 
nually to the state and $1,450,000 |f i... 
to the cities and towns. a asd the off 
The amount given to each indi- | 
vidual has been left to the discre- | Mich 
tion of the state and local relief IC 
agencies. Those aided must be 
over 70 years of age and resident _Folle 
in the state 20 years. It has been | Grange 
roughly calculated the relief will Detroit 
average $8 per week per person. ife in 
= “ ho1 
: ite in 
agent for Iowa, were in Washingt buildin, 
D. C., several days this week conterrims number 
with Robert P. Withington, gene tained 
manager, in regard to an expansion tf Most ¢ 
gram which the District of Columb® sentatin 
agency will carry out the last hall ‘ igan L 
this year. 

8s. D 

Lee Leads Buffalo Managers “ont M 
Jay L. Lee, Phoenix Mutual gene® lll We 


agent, has been elected president of ™ 
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Buffalo Life Association, composed of 
eneral agents and managers. Other 
new officers are: Merwin H. Leithart, 
vice-president; Elmer Basse, secretary; 
George W. Rhawn, treasurer; Newton 
fF. Turgeon, Harrison L. Amber and 
Warren B. Smith, directors. A new set 
{ by-laws embodying an improved code 
¥ ethics was adopted. 








Erie Branch Opened 


The opening of new offices of the 
Equitable Life of New York in Erie, 
Pa. was featured by the turning in of 
$437,000 in applications, the result of 


one week's solicitation, William M. | 


Duff of Pittsburgh, president of the Ed- 
ward A. Woods company, general agents 
for the Equitable, was the guest of 
honor at the luncheon. 





Field Club Organized 


The field club of the Baltimore agency 
§ the Mutual Life of New York was 
organized last week. Johnson Staples 
was elected president, Fred F. Lines, 
vice-president, and Louis Koehler, sec- 
retary. Manager Perrin H. Lowrey 











HEARING ON DISTRICT 
OF COLUMBIA MEASURES 





Representative Reid of Aurora, 
IIL, announces that a hearing will 
be held June 5 by the sub-com- 
mittee on insurance and banking 
of the House District of Columbia 
committee to consider three Dis- 
trict insurance bills. The first is 
one to establish an insurance code 
for the district, the next is a bill 
to provide for annual valuations 
of life policies and the third is a 
bill to amend the workmen’s com- 
pensation act by excluding officers 
and employes of veterans and fra- 
ternal organizations, lodges, so- 
cial clubs and civic organizations 
as employes under the act if their 
service does not exceed four hours 
on one day at intervals of a week 
or more. The last bill has been 
passed by the senate. 











welcomed the agents and Fred F. Lines 


was toastmaster at the banquet. 








CENTRAL WESTERN STATES 








ANGELL HEADS NEW COMPANY 





American Veterans Insurance Asso- 
ciation Will Have Its Headquarters 
in Columbus 





The American Veterans Insurance 
Association has been incorporated at 
Columbus, O. The organization, it is 
announced, has 500 charter members in 
25 Ohio cities. It is stated that the 
company will write fraternal insurance 
with rates based on the American ex- 
perience table. Officers are: H. P. 
Angell, president; Lieut. Col. Alfred 
Ballin and John P. Edwards, vice-presi- 
dents; H. H. Perry, secretary; A. W. 
Raymond, treasurer; Dr. E. E. Smith, 
medical director; Dr. D. F. Bowers, 
assistant medical director. 





Is Organizing Wisconsin 





The Security General Agency Cor- 
poration of Milwaukee, general agent 
ior the Continental Casualty, has taken 
the general agency of the Continental 
Assurance, its running mate, and now 
represents the two companies as general 
agents for Wisconsin outside of Dane 
county in which Madison is located. The 
general agency is adding to the number 
of local agents throughout the state. 





To Meet on Ohio Code 


The tentative draft of the proposed 
surance code of the Ohio state bar as- 
sociation is about completed, and a meet- 
ing Of the committee has been called at 
Columbus June 7. Persons who co- 
operated in preparing parts of the code, 
and others interested in criticizing it 
before it is submitted to the bar asso- 
ciation committee, will meet in prelim- 
mary conference at Columbus June 6 in 
‘ie ofice of W. E. Benoy, chairman. 





Michigan Life Agency Moves Into 
Grange Quarters 
; Following the recent sale of the 
prange Life to the Michigan Life of 
“oe branch offices of the Michigan 
= home office quarters of the Grange 
-te in the American State Savings Bank 


building. An agency force in the city | 
numbering about a dozen will be main- | 


tained under Manager A. M. 
Most of 
sentatives 
igan Life. 





m1 e Marquis, general agent Provi- 
Mutual in Chicago, has moved his 

lll Ww larger quarters in room 1501, 
West Monroe street. 








te in Lansing are being removed to | 








Was Chief Host 














ROBERT H. BEARD 
Chicago Manager Philadelphia Life 


Robert H. Beard, head of the Phila- 
delphia Life organization in Chicago, 
was host at a luncheon when President 
Clifton Maloney was present with the 
new superintendent of agents, Wirt G. 
Close. They had visited the Minneapo- 
lis general agency. June is president’s 
month with the Philadelphia Life force 


| and interest is being stimulated in the 


contest. Mr. Beard has gotten a hard 
working organization together and the 
men were present to listen to the home 
office people. Aside from President Ma- 
loney, Dr. Duane W. Prost, medical 
examiner, Mr. Close and C. M. Cart- 
wright of THe NATIONAL UNDERWRITER 
spoke. 

Mr. Maloney referred in a feeling way 
to the founder of the Philadelphia Life, 
his father, the late Andrew J. Maloney. 
He said that he and his brother, Jack- 
son Maloney, vice-president, have re- 
garded the company as a monument to 
the lofty principles and high ideals of 
their father. He spoke of the part that 


. Roche. | sentiment played in life insurance ad- 
the former Grange Life repre-| ministration and field work. The Phila- 
are remaining with the Mich-| delphia Life will be 25 years old in 
| October. He said that the company 


had not attempted to stimulate itself 
artificially. 

Its growth, so far, he said, had been 
largely its root growth. From time to 




















WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence. 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an rienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 

“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 
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time younger men have been brought 
into the organization and they are mak- 
ing good. He said that the principles 
of salesmanship are now important in 
life insurance production. No formula 
PUBLICITY MAN WANTED or set of rules can be used by all men 
alike. He said that stimulating prin- 


Legal Reserve Life Insurance Company with two ciples and thoughts and experiences of 
“4 successful salesmen can be adapted to 


hundred millions of insurance in force wants ex- the individual program of each sales- 
perienced man to head publicity department. Fol- man. 
lowing work will be under his direction: 





Editi ; Meyer Agency Moves 
uC iting monthly magazine and other company Julius H. Meyer, general agent of the 
periodicals. New England Mutual in Chicago, has 


Preparation sales literature. just moved into quarters in room 1380 
Continental-Illinois Bank building, on 


Management sales planning department. the same floor with his old offices in 


Preparation advertising matter. which he has been for a number of 
years, but giving about double the floor 


Man wanted must be between twenty-five and space. The office has been arranged in 
thirty-five years of age and experienced. Salary to RERENNS Ge Ses ene. 

start $225.00 monthly. Advancement certain with 
development of the department. Give full particu- 


lars in first letter and send photograph. Missouri Valley | 
Address P-66, The National Underwriter. State News | 




















SELTZER IS CLUB PRESIDENT 











Des Moines Managers Organization 
Holds Annual Meeting—Dr. 
Cragin Is Speaker 











SAREE LPO IRE) | PACE ree — . 
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Martin L. Seltzer, general agent in 
Des Moines for the Aetna Life, has 
been elected president of the General 
Agents’ & Managers’ Clubs succeeding 
Joe Peterson, general agent for the 
Berkshire Life. Jack Hughes, general 
agent for the Northwestern Mutual, be- 
comes vice-president, and LeRoy Secor, 
Great Western Life, was reelected sec- 
retary-treasurer. Dr. Donald B. Cragin, 
associate medical director of the Aetna 
Life, addressed the group. 








Just Reinsurance 
That’s All 











Veteran Agent Is Dead 


Frederick W. Aufderheide, 73, of 
Kirkwood, Mo., for more than 30 years 
agent for the Mutual Benefit, is dead 
of a complication of diseases. He was 
born in Germany, came to America 
when he was young and entered insur- 
ance on graduating from public schools. 











New England Mutual Agents Meet 


The annual meeting of the New Eng- 
land Mutual Life Iowa agents was held 
at Crystal Lake last week with 35 agents 
and their wives attending. Charles Col- 
lins, assistant superintendent of agen- 
cies, was principal speaker. Details were 
in charge of R. W. Fischbeck, Mason 
City district manager; W. D. Thrams 
and Earl Leaman. 
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Buckner Honored at Dinner 


Thomas A. Buckner, vice-president of 
the New York Life, was honor guest at 
a dinner in Kansas City attended by 
400 agents and their wives. 


tat 


GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion Texas Companies Show Increases 


AUSTIN, TEX., June 5—The 37 














and wth. Al . Texas life companies had $1,563,434,235 
1 Texas is our field. insurance in force at the end of 1929 
The Fast Growing : hwe. according to board of commissioners. 
Company of the Sout st This was an increase of $112,949,012. 
SAN ANTONIO, TEXAS All of the companies showed huge in- 
— creases. 
— Se Ra 





MARYLAND!! 


General Agency positions open at, 

CUMBERLAND HAGERSTOWN 

‘FREDERICK = ROCKVILLE WESTMINSTER 

Excellent territory—Special Direct Contract—Wholehearted 
Home Office Cooperation 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
a ee 




































Southern States 
Local News 


TWO COMPANIES TO MER¢ 

















Deal on to Include the Business Me 
of Greensboro and Durham Life 





tors of the Business Men’s of Gree 
boro, and of the Durham Life 
Raleigh, have approved a proposal ; 
a merger under the name of the lat, 
but final negotiations have not fy 
completed. Details of the transact 
will not be available until after 
ferences are held the latter part of: 
week. 

S. B. Coley, president of the Durh 
Life, and his associates are puri 
a majority interest in the stoc! 
Business Men’s. While the business 
the new company is to be conduc 
from Raleigh, the Greensboro of 
will not discontinue operations for soy 
time. 

J. W. Money is president of : 
Business Men's, Julian Price and EF 
Jones are vice-presidents, and Leeds 
Coit is secretary and treasurer. It 
around $15,000,000 of insurance in for 
and has capital and surplus of $250/ 
Mr. Money and Mr. Price will be dir 
tors of the enlarged Durham Life, it 
reported. The new company will op 
ate a branch office in Greensboro, 1 
sibly in the present quarters of | 
Business Men’s. 
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COURT RULES AGAINST RE 





High West Virginia Tribunal Justiii 
Department’s Action in Revoking 
Agent’s Licenses 





CHARLESTON, W. VA., June: 
The supreme court this week dismiss 
both cases in the suit of Carroll W. Re 
against the department for licensing 
an agent of the Mutual Benefit. 
contentions of the state were sustaintl 
Mr. Reed, state agent at Wheeling i 
many years for the Mutual Benefit, } 
waged a long contest to maintain 
rights, basing his fight not on his co 
tract with the company, but purely 
the question whether Edgar C. Laws 
state auditor and commissioner, att 
legally in revoking Reed’s license 
March as solicitor for several life co 
panies, including the Mutual Benefit 

The question before the — supre 
court was an appeal by the departmer 
on action of a lower court in estoppit 
the department from the _ revocat 
order. The department’s action ™ 
precipitated by J. E. B. Sweeney 
Wheeling, state agent for the Equita 
Life of New York, who related to # 
department alleged unethical _practit 
of Reed. Deputy Commissioner W 
E. White held a formal hearing on! 
charges at Wheeling. It developed tl 
ten years ago other charges aga 
Reed were filed before another state # 
ditor, who dismissed them after a he 
ing. 

The case simmered down to whetlt! 
the department may refuse an appli 
tion for license on the basis of untri* 
worthiness. The law says the dep# 
ment may use discretionary power, 
Reed’s lawyers held the commissi0 
must decide upon a state of facts 
not hearsay or untrustworthy st 
ments. 





ILLINOIS BANKERS MAKES 
TEXAS ARRANGEMEN 





M. W. Hulsey of Dallas, who rf 
sented the Illinois Bankers Life 4® 
ciation of Monmouth, IIl., as gen 
agent in Texas for 19 years, has 
tracted in a similar capacity with © 
Illinois Bankers Life Assurance, ¥” 








GREENSBORO, June 5.—The dire 
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reinsured -he association last Novem- 
ber. The new company has just been 
tes granted a license in Texas. ; 
Mr. Hulsey has a fine record of ac- 
complishment in agency building, hav- 
Ss ing made Texas the second state in 








business in force with the Illinois Bank- | 
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PACIFIC COAST 


AND MOUNTAIN > 








ECKER HONORS WILLIAMS 








in 1905. He directs a staff of more than 
850, and also 66 district offices in seven 
western states. The Pacific Coast branch 
serves more than 1,800,000 policyholders. 

Previous to the dinner, Mr. 
participated in the opening of the large 
addition to the company’s office at San 
Francisco, a handsome seven-story wing 


fronting on Pine street, costing more 
than $750,000. 
BECKETT SCORES TWISTERS 


San Francisco Life Underwriters Asso- | 


ciation Provides Members with De- 
partment’s Attack on Practice 





Che San Francisco Life Underwriters 
Association is circularizing all its mem 


bers with a copy of a statement by 
Samuel Houston Beckett of the Cali 
fornia insurance department, denounc 


ing “twisting.”” Mr. Beckett calls upon 
the companies to eradicate these disrep- 


penalty should be levied against twist- 


Ecker | 


utable practices and declares that severe | 




























BUCKNER HONOR GUEST 
AT SEATTLE MEETING 


SEATTLE, June 6.—Several 
hundred representatives of the 


New York Life from Washington, 
Oregon, Idaho, Montana, Wyom- 
ing, British Columbia, Alberta and 
Alaska, attended an agency con- 
vention in Seattle June 4-5, at 
which Thomas A. Buckner, who 
recently observed the 50th anni- 
versary of his connection with the 
company, was an honored guest. 
A. S. Elford, Seattle manager, 
Walker and Samuel O. Buckner, 











brothers of Thomas A., accom- 
panied him. 
of any reference to the greater cost of 
new insurance due to advance in age 
“The men who are practicing thes« 


continues, 
msurance 


the 
driven 


statement 
the 


| methods,” 
} 


i “should be from 


| field. To combat these disreputable prac 
tices, the first thing desired is the or 
| ganization and full-hearted cooperation 
| of the managers and agents of all lite 
companies into associations, which ar 


| pledged to give no rebates and not to 
| 
nusrepresenta 
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Breaking Records 
through 


Greater Service 


Bigger commission checks to Des 
Moines Life agents are reflected in this 
record breaking production Des 
Moines Life is enjoying. 

In this Company of Co-operation, 
the thoroughly trained, capably super- 
vised representatives are fitted with 
modern, flexible policies and proven 
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I n 
1 his al \ sales helps to aid them in getting this 
purely \ \ increased business and higher rewards. 
- Lewse . With this fast growing company 
oh. b you'll receive full co-operation. If in- 
Soeuee ‘ terested in our complete service, why 


not write? 


BE A “CO-OPERATOR” and 
supre PROSPER 
lepartmes 
estoppi 
revocat 
‘tion W 
reeney 


ers. countenance twisting by 

“The policy of the twisters’s argument | tion, to compete for business only by fair 
is two-fold,” the statement declares. ; and honorable methods, and to live 
“First, a wilful misstatement as to]! to and obey the laws governing 
the purpose and disposition of the policy | insurance profession 
resery Second, in an artful avoidanes The buccaneers and _ pirates,” 











AN UNUSUAL OPPORTUNITY 


\ strong progressive life insurance com 
pany offers an exceptional opportunity as 
Supervisor for the State of Ohio to a high- 
grade man who can manage and further de- 
velop the Company’s business in that state. 
Give full details regarding previous expe 
rience and accomplishments. 


\ddress P-73, The National Underwriter 
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Men 
Women & 
Children 


Standard 
Substandard 


The Lincoln National Life office in your bown. offers 
Complete Brokerage Coveraga / 
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HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of thé Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


James A. Fulton, 
President 








IT CONCERNS 
GENERAL 
AGENCIES 








BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 





W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 











FIFTEEN YEARS 
OF PROGRESS 


Legal Reserve Life Insurance Admitted Assets 


in Force 
ERRORS er eee. Li rrr $ 25,193,076 
RRR REE CO I ar rer ,289,945 
oa al aaa ae eer 44,452,819 
a eadla gta aan ll eee 63,955,277 
SRE 2) RE 90,713,613 
erhalten a. A RERERER 133,931,890.94 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 


! Beckett concludes, “who are defying 
honest rules and wholesome regulations 
should be compelled to observe them 
under severe penalty.” 


HOLD ROUND UP OF PHOENIX 
MUTUAL COAST PRODUCERS 








D. Gordon Hunter, agency vice-pres- 
ident of the Phoenix Mutual Life and 
James A. Giffin, assistant agency man- 
ager, have been in California conducting 
a regional conference. The meetings 
were held at Del Monte with more than 
35 representatives from Los Angeles, 
San Francisco, Portland and Seattle in 
attendance. Clarence W. Peterson, 
manager at San Francisco; Leon 
Soper, Los Angeles; Berne S. Carleton, 
Seattle, and George D. Dryer, Portland, 
were among the attendants. “Life In- 
surance as an Investment,” was the title 
of a paper delivered by Richard L. 
Sherwood of the San Francisco office. 
Herbert Burbank of the same agency 
spoke on “Following Up Advertising 
Coupons and Direct Mail Advertising.” 

Following the Del Monte conference 
Vice-President Hunter and Mr. Giffin 
were in San Francisco to conduct an 
agency school for six days which began 
on May 29. 


Foster on Western Trip 


George H. Foster, superintendent of 
agencies of the Union Mutual Life, is 
on a visit to the Chicago agency in 
charge of John J. Spears. Mr. Foster 
is a young man of fine training. He 
served as an agent and later as unit 
manager for the Equitable Life of New 
York in the Fuller agency at Boston. 


Peru Suspends Sun Life 


Announcement is made of the sus- 
pension of the Sun Life of Canada in 
Peru, because of failure to invest in 
that country an amount equivalent to 
the company’s technical reserves there. 
The Sun Life ceased issuing new poli- 
cies April 4 and dismissed the majority 
of office employees after 20 years of 
operation in Peru. It was announced 
that an office to serve old policyholders 
would ‘be maintained, however. 





Locates on Coast 














W. J. ARNETTE 


W. J. Arnette, who has been con- 
nected with the agency department of 
the Fidelity Mutual Life with headquar- 
ters in Philadelphia, will hereafter have 
his permanent headquarters at San 
Francisco, being home office represen- 
tative on the coast. He takes over the 
work of F. W. Heron, former assistant 
manager of agencies, who retired from 
business. Mr. Arnette was formerly Fi- 
delity Mutual Life manager in Chicago 
and later became vice-president and 
































— manager of the Volunteer State 
e. 


1929 


WAS A 


For 


Chattanooga, Tennessee 


YEAR OF GAINS 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 











Now in Force 


Health Premiums 


Year 


Payments Since 
Organization 


$15,535,940." 


























$9,525,291.% 


Gain in Life Insurance 
(Increase of 30%) 


Total Life Insurance 
$44,612,528." 
Gain in Accident and 
$617,661. 
on nr 
$5,100,757.© 


Total Assets Now 


$5,047,144.” 


Payments to Policyholders 


$2,500,000. 
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Those Who Borrowed on Policies After 
Stock Upheaval Should Restore Estate 


To Par by Purchasing More Insurance 


The Fidelity Mutual is urging its] rate of $60 a year for 10 years at which 
agents to capitalize on the large num-| time it is stabilized at $6,000 and in the 
ber of policy loans which were made/ meantime the insured’s actual assets 
following the October wreck of the] have increased through repayment of 


stock market. Agents are advised to sell 
policyholders more insurance to bring 
their insurance estate up to par as well 
as to induce policyholders to repay their 
borrowings. 

Since early in April the head office 
of the Fidelity Mutual has mailed with 
premium notices to policyholders who 


loan and purchase by $805, 
the company points out, 
equity in his ordinary life policy 
$205 cash value in the 
85 policy.” 
The cost to 


the policyholder 


“That is,” 
“$600 replaced 
and 
endowment at 


would 
be $60 during the first year for repay- 


| net cost of the additional protection, less 


| $1.65 





ment on the loan, plus $30.59 estimated 


interest saving on account of in- 
stallments repaid, the total net cost be- 
ing $88.94. This sum decreases annu- 
ally until the tenth year the cost is 
$53.82, made up of $60 repayment in- 
stallments, $27.87 estimated net cost of 
endowment at 85 policy, less $34.05 in- 
terest saving on account of repayments. 


Term Policy Should Be 
Agent’s Second Choice 
The average net annual outlay the 

company figures at $61.95. This amount 

must be invested annually in advance at 
just less than 5 percent if it is to amount 
to $805 at the end of 10 years. 

If such a plan as this is not feasible 
the Fidelity Mutual recommends pro- 
tection of the insurance estate by the 





have loans, folders urging that these 
loans be repaid in installments. 
The company impresses upon the 


agents the importance to policyholders 
of making repayment and of taking out 





Digest of Court Decisions 








additional insurance. Unless this is done 
the amount of the loan which was made 
will be deducted from the beneficiary’s 
estate under a life policy or under an 
endowment policy. The purpose for 
which the policy was bought is to the 
degree of encumbrance, defeated. 
Furthermore the prevalence of out- 
standing policy loans creates a danger- 


for the disability benefit. 
prior to his death. 

sue for the disability benefit, 
that it was expressly 


Death and Disability. Appellant was beneficiary under 
sured her husband against both death and disability. 
Appellant claims that insured was disabled for 10 months 
Appellee company 
the death benefit in a previous action and cannot now spht the action and 
the prior action being res adjudicata. 
provided that payments made under the 
contract should not alter or reduce the amount payable under the life in- 


a policy which in- 
A special premium was paid 


answered that appellant recovered 


Held 


disability 


ous lapse hazard. Again the company surance clause in any settlement of the policy. It thus appears that this 
points out that unless the loans made contract of insurance contains two wholly separate contracts, one of life 
last fall are repaid, the same values insurance, and the other a contract of indemnity against total and permanent 
will not again be available in time of physical disability, and separate suits could be maintained. Rosso v. New 
need. York Life. Supreme Ct. Miss (17312). 

The company outlined for purposes Misrepresentations. Mental Disease.—Company claims insured answered 


of illustration the suggested procedure 
for an insured who has borrowed $600 

m a $5,000 ordinary life policy, 10 years 
id, issued at age 35. The agent is ad- 
vised to solicit this assured for $1,000 
f insurance on the endowment at 85 
plan and to induce the assured to repay 
the loan at the rate of $5 per month for 
10 years. 

Under this arrangement the company 
points out the policyholder’s insurance 
estate is immediately increased to $5,- or his wife’s relatives. 
400. It continues to increase at the QO. (17070.) 


whereas, 


mentioned as a beneficiary 


contained in the statement; that, 
is any falsity about that, 
of the policy to the wife would 


the answer about a mental disease 





or otherwise, 
so as to apply to the insured and to those of his blood, 
Slovenia Mutual Benefit v. 





question that no one in his family had been afflicted with a mental disease 
his wife had become insane 
that time in the state insane asylum as being hopelessly insane. 
in his policy 
his cousin while the record shows that she was not. 
ments were not false within the meaning of the purpose of the questions 
so far as the 
it does not appear, 

obviate 


confined since 
He also 
a person who he designates as 
‘Held that the state- 


in 1911 and has been 


if there 
the transferring 
and in regard to 
that should be construed 
and not his wife 
Knafelj. Ct. of Appeals. 


cousin is concerned, 
but even so, 


that difficulty; 





purchase of a term policy. “If it is not 
possible to combine the sale of protec- 
tion to cover depreciation in the insur- 
ance estate with retirement of the loan,” 
the company states, “the agent should 
at least endeavor to keep the estate at 
par by the sale of the replacement in- 
surance on some plan. Perhaps he will 
at least be able to arrange to apply the 
dividends on both or one of the policies 
to reduce the loan on the old policy.” 


Call on Policyholder 
May Prevent Twisting 


Moreover the field force is advised to 
correct the point of view of those poli- 
cyholders who believe that in making 
a policy loan they are borrowing their 
own money. The agent should show 
the insured that he has borrowed on 
collateral just as if he had madg a loan 
at a bank by hypothecated security. 

“Even if the agent fails to make a sale 
which will bring the insurance estate 
back to par or does not succeed in 
making an arrangement for the repay- 
ment of the loan,” the company de- 
clares, “he may be just in time to pre- 
vent the lapse or twisting of the policy, 
for it must be remembered that the pol- 
icy is in constant danger so long as 
the loan stands and a service call on an 
old policyholder is never a bad invest- 
ment of an agent's time.” 


Facts and Figures 


Big business will become bigger. Big 
business of today is a pigmy compared 
to what it will be 50 years from now. 
No man had enough imagination 50 
years ago to picture what business would 
be today, and no man today has imagi- 
nation enough to picture what it will 
be 50 years from now. No man with 
whom I have been acquainted has had 
enough imagination to keep up with 
Az erica in the conduct of his business. 
—President Houston, Mutual Life of 
New York. 

+ * x 

Life Insurance helps self-assurance.— 

B. C. Forbes. 











New Low Cost Insurance 


The 1930 dividend scale reduces the net cost of 
Fidelity’s Low Rate Life Policy to very low figures, and 
offers a policy easy to sell in large units with consequent 
profit to the agent. 











ILLUSTRATION 
Net Cost* $10,000 
Age Ist yr. | 10th yr. | Aver. for 10 yrs. 
25 $137.90 133.60 $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
55 458.40 424.90 441.70 














*Based on 1930 Dividend Scale—Not guaranteed. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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at 2 P. M. 


on 


located in Jefferson City, Mo., 
in St. Louis. 


50 UNION SQUARE : 





Speedy Service 


“The Company’s draft left New York that very evening (Thurs- 
day) via Air Mail, reached St. Louis Friday morning, was for- 
warded to me at once, and was placed in the hands of the claimant 
Saturday—harely four days after completion of 
proof.”—E.xcerpt from a letter received from one of our 
137 miles from his 


The benefits accruing to both Agent and Company from service 
such as this are easily comprehensible. 


1860—Seventy Years of Service—1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
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* NEW YORK CITY 
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ACTUARIES 


CALIFORNIA 
Barrett N. Coatss Cart E. Hearvureta 














Coates & HERFURTH 


CONSULTING ACTUARIES 
114 Sansome Street 437 Se. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7238 


CHICAGO, ILL. 














& A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 


and 
800 Securities Building 
Kansas City, Missouri N 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E. Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e _COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Imsurance a 
Specialty. 
Colcord Bidg. 





OKLAHOMA CITY 




















R. Huebner’s “Property Insur- 
ance” is a _ basic volume 
presenting the facts and prob- 


lems connected with those forms of 
insurance which indemnify owners against 
the loss of property. Single copy $3. Order 
from The National Underwriter. 
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TRUST OFFICER IS SPEAKER 


Robbins to Address June 10 Meeting 
and Election at Chicago—Consti- 
titution Changes Up 


Laurence B. Robbins, first vice-presi- 
dent of the Northern Trust Company, 
Chicago, is the principal speaker sched- 
uled by the Chicago association for its 
last meeting and election June 10 before 
the summer vacation starts. Mr. Rob- 
bins will talk on “Business Conditions 
and Their Effect on Life Insurance.” 
Walt Tower, managing director, has 
been reelected for another year by the 
directors. 

Several changes in constitution and 
by-laws will be considered at the meet- 
ing, including proposals for an advisory 
board composed of all former presidents 
who are resident members, with the last 
retiring president as chairman ex-officio. 
It also is proposed to set the annual 
meeting regularly for the second Tues- 
day in June. 

Membership in the Chicago associa- 
tion stood at 725 on a paid basis June 
1, as compared with 457 on the same 
date last year. A drive is to be started 
June 15 for a goal of 1,000 paid mem- 
bers to report to the National associa- 
tion. The association’s field day at the 
Biltmore country club June 24, will in- 
clude a golf tournament, tennis, horse- 
shoes, indoor baseball, boating, swim- 
ming and fishing, with a seven course 
dinner. Prizes have been posted for 
participants. 

Directors of the Chicago association 
have just renewed the contract with the 
Better Business Bureau of Chicago, un- 
der which in the last year a great many 
unethical life insurance practices have 
been eliminated and twisting of policies 
has been brought under strong control. 
The new arrangement calls for securing 
of a certain number of members, where- 
as last year the association raised a 
designated sum to pay for the work. 
President E. B. Thurman says the con- 
nection with the civic organization has 
been highly profitable. 

*x* * * 

Des Moines—Dr. S.°S. Huebner is 
scheduled to address the June 7 meeting 
of the Des Moines association on “The 
Time Value Asset of Man.” 

* * * 
Bridgeport, Conn.—Robert J. Williams 
was the principal speaker at the May 
meeting of the Bridgeport association. 
President James L. Hanley, Pruden- 
tial, announced plans for a membership 
drive. Election of officers will be held 
June 27. 

* <8 
Buffalo, N. Y¥.— Howard W. Smith, 
Aetna Life general agent, was elected 
president of the Buffalo association at 
the annual meeting of its directors. The 
other new officers are Edward A. Dun- 





first vice-president; Erwin H. Leip- 
hart, second vice-president; Edwin H. 
Hannel, secretary, and Walter A. 
Schworm, treasurer. Four new directors 
were seated: Peter T. Allen, Roswell P. 
Bagley, Marcus R. Mabee and George W. 
Rhawn. 


lap, 


* * * 


Huntington, W. Va.—Directors of the 
Huntington association were elected at 


the May meeting. E. P. Frost, W. H. 
Weller and E. J. Kavanaugh were 
elected. Howard Cammack, retiring 


president, outlined the activities during 
the past year. Bert A. Hedges, director 
of field service of the Business Men's 
Assurance, spoke on “Life Insurance as 
a Career.” 

* * * 


Fort Dodge, Ia.—A. W. Crouch, gen- 
eral agent for the Bankers Life of Des 
Moines, presented an interesting pro- 
gram at the meeting of the Fort Dodge 
association, showing the difference be- 
tween American Experience and Fra- 
ternal Congress tables. President David 
P. Smith presided. 


* * * 





Cleveland—Claris Adams, executive 
vice-president of the American Life of 
Detroit and former general counsel for 
the American Life Convention, will 
speak to the Cleveland association June 
13. This will be the last meeting until 
September. The Cleveland association 
has gone over the top in its membership 
campaign and passed the goal of 600 
members by nine. 





TEXAS COMPANY FOR SALE 
“No Stock-With-Policy 

If you are looking for a real a. this 
Mutual old line level premium company 
chartered to write Life, Health & Accident 
insurance in Texas, all necessary printing, 
furniture, rate-books and everything com- 
plete now operating. Address P-70, The 
National Underwriter. 

















THE OTIS HANN COMPANY INC. 


JACK ROBERTS HANN, PRES. 











logical ? 


conditions to its field workers. 


agency force successful. 


34 Nassau Street 


DAVID F. HOUSTON 
e President 


The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 
him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. 


Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Mutuat Lire INsurANcE Company oF New York affords such 
Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, 
facilities for serving policyholders in practical ways combine to make its 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


Isn’t this merely natural and 


prompt and equitable dealings, and 


New York, N. Y 


GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 


























Widow of Conspira 
Dupe Asks $240, 00( 


Mrs. Maude Pearman, widow of 
liam Pearman, who was murdered Mard 
26 by Dr. Andrew J. Bass in a plot 
collect $200,000 life insurance from the 
Lincoln National of Fort Wayne, Ing 
has filed suit in circuit court at Colum 
bia, Mo., to force the company to pg 
her the face of the policies. The sj 
ation is unusual, as Pearman is credite 
with having been a conspirator in th 
plot. Mrs. Pearman is administratrix of 
her husband’s estate. It was under th 
name of “William Folta” that the fox 
$50,000 policies on the famous “Emag 
cipator” form were purchased and late 
were assigned to Dr. Bass as security 
in a purported land deal. Pearman was 
a party to the original arrangement to 
collect the policies but of course did not 
know he was to be the victim. Dr 
Bass has just started to serve a life 
term for the murder. The _policie 
were returned to the companies April & 

The widow claims she was not a 
party to purchasing the insurance and 
next to her husband was the chief vie 
tim. As she is an innocent third party, 
there is some question whether Dr, 
Bass had a right to surrender the polk 
cies, thus jeopardizing her widow’s rights 
The suit asks for payment of the pole 
cies, 10 percent extra for “vexatious re 
fusal” to pay and $5,000 for attorney 
fees in each case, making the total 
$240,000. 

Last week Mrs. Pearman and her two 
children won a $10,000 verdict in Ben 
ton county, Ark., against Dr. Bass fo 
loss of support resulting from murder 
of Pearman. The children are students 
at the University of Missouri, Columbia 








































Equitable General Agents 
Elected Barber President 







One hundred members and guests of 
the General Agency Association of the 
Euitable Life of New York met in At 
lantic City. President Parkinson and 
several other officers from the home 
office were present. This year is the 
first time members of the junior organi 
zation in the various general agencies 
were invited to attend. While the ses 
sions were very informal, addresses 
were made by President Parkinson, 
Secretary Alexander, Vice-president 
Jones and other men. Thomas B 
Sweeney of Wheeling, retiring secre 
tary, received a silver goblet service im 
commemoration of his 35th Equitable 
anniversary recently celebrated. 
Theodore M. Riehle, New York, on 
behalf of the Alexander tribute commit 
tee, presented to Secretary Alexandet 
the results of the April underwriting 
achievement by the entire field force if 
his honor—8,044 agents having writtet 
27,636 applications for $155,767,437 
insurance. Mr. Alexander | celebrated 
his 50th anniversary as secretary of the 
Equitable in April. 

The proceedings were conducted by 
Wm. M. Duff of Pittsburgh, who was 
succeeded as president by Courtenay 
Barber of Chicago. E. M. Crutchfield 
of Richmond was elected secretary. 


Connecticut Mutual Holds Schools 







































_ The Connecticut Mutual Life is hold 
ing a series of sales schools at its various 
agencies in charge of Edward C. Andet- 


son and George F. B. Smith, agency 
assistants. Schools have been held of 
are planned in New York, Baltimor® 
Hartford, Philadelphia, Kansas Cith 


Boston and a score of other cities. 


Staff Honors Newell Day 


Newell Day, manager of the Burling 
ton, Ia., branch office of the Equitable 
Life of Iowa, was surprised on his birth 
day last week when 35 members of # 

agency and their families entertained him 






















at the Burlington boat club. 





